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WHO WRITES WHAT? 
WE DO! 





A broker having a client who wants a particular kind of child’s policy seldom 
has fo guess whether Northwestern National Life writes it. The answer in nearly 


every case is “Yes.” 


NWNL, with a complete line of par and non-par contracts, makes everything in 


its line except Term plans available to children. 


All of these policies are issued down to Age 0, with full death benefit effective 
at age one month. This includes not only the Triple E, Plan W, and the 23-Year 
Endowment, all of which are particularly adaptable to juvenile situations, but also 
the new, low-rate whole life plans such as the Whole Life ‘10’ (par) and Whole 
Life ‘20’ (non-par). For further information contact the nearest agency or write direct 


to the Home Office. 
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Lisl: Paul Revere’s twenty-five year record is one of sound growth 


and progress . . . a tribute to the character of its field force. 
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361 on 3rd 


MDBT List; 


Total to Feb. 7: 963 


The third list of qualifiers for the 
1956 Million Dollar Round Table in- 
cludes 361 members, bringing the total 
qualifications through Feb. 7 to 963. 

Of the 361, 100 are life and qualify- 
ing, repeating; 53 are life members; 
36 are life and qualifying, first time; 
85 are qualifying, repeating; and 87 
are qualifying, first time. 

Several hundred more applicants 
would have been notified of their qual- 
ification if their applications and ac- 
companying papers had been in proper 
shape and hadn’t necessitated follow- 
up correspondence. 

As of March 1, MDRT headquarters 
in Chicago had about 350 applications 
in and ready for processing, and an- 
other 250 on which processing was 
already under way. There were also 
some 135 life members who had not 
yet made the necessary application 
for membership, which is required 
even though they need not have writ- 
ten a million in the previous year. 

Following is the third list of quali- 
fiers, grouped according to the five 
MDRT categories: 

LIFE & QUALIFYING, REPEATING 


S. Morris Abramowitz, Lincoln National, 
Baltimore; Charles Anchell, New York Life, 
New York City; John S. Barovich, Western 
Life, Miles City, Mont.; Karl Bach, Penn Mu- 
tual, San Francisco; Emmett C. Barr, New York 
Life, Chicago; Walter R. Benz, Penn Mutual, 
Fort Wayne; Jean Black, Connecticut Gen- 
eral, Indianapolis; Leon M. Blum, Southwest- 
ern, Galveston; Iram H. Brewster, Phoenix 
Mutual, Pittsburgh; Robert B. Brown, College 
Life, West Lafayette, Ind.; Robert S. Caul- 
kins, Connecticut Mutual, Cleveland; Nicholas 
G. Caputi, Fidelity Mutual, Providence; 
Charles Clementson, Massachusetts Mutual, Or- 
lando; Max H. Cohen, Equitable Society, 
Philadelphia; Erle LeRoy Collins, New York 
Life, San Francisco; Leonard S. Dahlman, 
Prudential, New Orleans; C, W. Davis, 
Southwestern, McAllen, Tex.; Charles W. De- 
Gryse, Northwestern Mutual, Evanston, IIL; 
George E. Deras, Connecticut Mutual, Omaha; 
— Desmarais, Prudential-England, Mon- 
real. 

R. Braddock Dinsmore, Provident Mutual, 
Princeton, N. J.; Robert W. Ebling Jr., Penn 
Mutual, New York City; Raymond C. Ellis, 
Home Life of N. Y., New York City; Edwin R. 
Erickson, John Hancock, Buffalo; Standard 
R. Espedal, United Services, Honolulu; John 
H. Fargason, Great Southern, Houston; Walter 
E. Fox, Union Central, Chicago; Walfried 
Fromhold, New York Life, Palo Alto, Cal,; 
Adolph E. Gillman, Northwestern Mutual, 
Baltimore; Joshua B. Glasser, Continental As- 
surance, Chicago; Edwin T. Golden, New York 
Life, San Francisco; Robert H. Goldsmith, Con- 
necticut Mutual, Los Angeles; Shelley S. Gor- 
en, Mutual New York, New York City; Fred- 
erick R. Griffin Jr., Connecticut Mutual, Phila- 
delphia; Albert L. Hallenberg Jr., Lincoln Na- 
tional, Lousiville, Richard B. Hardy, Connecti- 
cut Mutual, Lima, O.; Henry W. Hays, Massa- 
chusetts Mutual, Rochester, N. Y.; Herchel E. 
Henry, New York Life, Columbus, O.; W, C. 
Hester, Pan-American, Jackson, Miss.; Fred- 
eric C. Hirons, Union Central, Cincinnati. 

Charles P. Hochstadter, Pacific Mutual, Cin- 
cinnati; Philip F. Howerton, Connecticut Mu- 
tual, Charlotte, N. C.; Alfred S. Howes, Con- 
necticut Mutual, New York City; H. Grice 
Hunt, Provident Life & Accident, Greenville 
S. C.; Robert W. Ingram, Massachusetts Mu- 
tual, Atlanta; James B. Irvine Jr., National 
Life of Vermont, Chattanooga; Bernard Jaffe, 
Penn Mutual, San Francisco; Gustave Jay, Fi- 
delity Mutual, Newark, N. J.; Newton H. John- 
Son, independent, Toledo; William B. Johnson, 
American National, Springfield, Mo.; Walter 
Jones, Mutual New York, Pomona, Cal.; John 
Kellman, National Life of Vermont, New 
Canaan, Conn.; J. Beryl Kemp, John Han- 
cock, Chattanooga; Maurice A Kennedy, In- 


dianapolis Life, Noblesville, Ind.; Charles T. 


nm Jr., Union Mutual, Hartford; A. H. 


XUM 


Kollenberg, Mutual Benefit Life, Grand Rap- 
ids; Morris Landwirth, Massachusetts Mutual, 
Peoria; Lonnie Langston, Southwestern, 
Lubbock, Tex.; William F. Lee, Penn Mutual, 
Philadelphia; Rudolf Leitman, New York Life, 
Detroit. 

Maurice Linder, Travelers, New York City; 
James H. Lipscomb, New England Life, Jack- 
sonville, Fla.; George J, Lucas, New York Life, 
Sioux Falls, S. D.; Harry A. McColl, New York 
Life, Colorado Springs; John L. McDowell, 
New York Life, New York City; Thomas B. 
McGlinn, Mutual Benefit Life, Miami; Wil- 
liam L. McKechney, Northwestern Mutual, 
Chicago; Clayton Mammel, Farmers & Bank- 
ers, Wichita; Edward J. Mintz, New York, 
Salinas, Cal.; Charles Moore, Connecticut Mu- 
tual, Memphis; Leonard Mordecai, Northwest- 
ern Mutual, Boston; G. M. Barry Morton, Man- 
ufacturers Life, Montreal; Jack G. Oltorf, Re- 
public National, San Angelo, Tex.; George E. 
Parris, Bankers National, Philadelphia; Charles 
C. Peck) Canada Life, Toronto; Harry Phil- 
lips Jr., Penn Mutual, New York City; Rod- 
erick Pirnie, Massachusetts Mutual, Providence; 
George H, Plante, John Hancock, Cleveland; 
C. Lamont Post, independent, New York City; 
Eugene Rappaport, Pacific Mutual, Chicago. 

Robert U. Redpath Jr., Connecticut Mutual, 
New York City; John K. Rickard, Northwest- 
ern National, Hutchinson, Kan.; Clay E. Rob- 
erts, Atlas Life, Tulsa; Elmer S. Rosenthal, 
General American, St. Louis; Ralph H. Ruch, 
Mutual New York, Louisville; Charles E. 
Seay, Southwestern, Dallas; Roy H. Sheldon, 
Equitable of Iowa, Los Angeles; Lawrence 
E. Simon, Massachusetts Mutual, New York 
City; Adon N. Smith II, Northwestern Mu- 
tual, Charlotte, N. C.; William E, Stanley, 
Provident Life & Accident, Greensboro, N. C.; 
Loren D. Stark, Connecticut Mutual, Houston; 
Warren Stone, New York Life, Washington, 
D. C.; Herbert M. Swarthout, Mutual Benefit 
Life, Kansas City; Edward G. Thomas, John 
Hancock, Colorado Springs; Clem C. Tuggle, 
Travelers, Atchison, Kan.; Jack Wardlaw, 
Northwestern Mutual, Raleigh, N. C.; Leslie 
H. Warshell, Acacia Mutual, Chicago; Robert 
E. Watson, Occidental of California, San 
Francisco; Malcolm H. Webb Jr., Life of Vir- 
ginia, El Paso; Robert D, Wright, Bankers 
Life-Iowa, Alliance, O. 

LIFE MEMBERS 

Philip T. Aubin, Connecticut General, Chi- 
cago; Paul B. Banks, United Benefit, Philadel- 
phia; Harold L. Barnett, Northwestern Mutual, 
New York City; Donald Beaton, Canada Life, 
Toronto; Harry Beube, Great-West, Hamilton, 
Ont.; Robert Bible, Prudential, Morristown, 
Tenn.; J. L. Block, Continental Assurance, 
Las Vegas, Nev.; Williston L. Bradway, Equit- 
able Society, Los Angeles; Frank J. Brennan, 
Prudential, Kinston, N.C.; Newton W. Carr, 
Jefferson Standard, Jackson, Miss.; Robert 
Casey, Northwestern Mutual, Dayton, O.; Paul 
F. Clark, John Hancock, Boston; Petor Deme- 
triou, Metropolitan, Astoria, N.Y.; William T. 
Earls, Mutual Benefit Life, Cincinnati; Harry 
G. Feldman, Aetna, Pittsburgh; Ken C. Fitch, 

(CONTINUED ON PAGE 14) 


Senate OKs Life 
Company Tax Bill 
with Amendments 


WASHINGTON—The_ Senate has 
passed by unanimous consent H.R.- 
7201, the Mills-Curtis life company in- 
come tax bill which had been amended 
and approved by its finance committee. 

It is expected that differences in the 
Senate and House versions of the bill 
will be settled quickly so that it may 
be signed by President Eisenhower by 
March 15. The bill has been returned 
to the House and is expected to reach 
the floor early next week. Observers 
are hopeful that the House will concur 
in the amended bill, thus avoiding any 
further delay that might be caused by 
a joint conference. 

The bill was passed by the House 
during the past session of Congress, 
but was deferred last July by the Sen- 
ate finance committee for further con- 
sideration during the current session. 


& * e 

The Senate passed the bill with Sen- 
ate finance committee amendments 
which limit its applicability to one 
year only and eliminate the special 
tax deductions accorded to investment 
earnings allocated to annuities and 
pension plans by the House version. 
Reserve and other policy liability de- 
ductions under the latter amendment 
will be 87.5% of the first $1 million of 
net investment earnings and 85% of 
the remainder. 

A provision giving tax relief for new 
insurance companies contained in the 
House version of the bill was extended 
to apply to new companies organized 
prior to Jan. 1, 1956. 

No tax penalties are to be applied 
to the companies for not making decla- 
rations and paying their estimated tax 
last September and December on taxes 
due March 15, 1956, because no legis- 
lation taxing the life companies was 
enacted during the past session of 
Congress. 


Palmetto Promotes Father and Son 


Palmetto State Life has promoted 
John L. M. Tobias from executive vice- 
president to president, succeeding his 
father, Ashley C. Tobias Jr., who has 

been elevated to chairman. 





Late News 





Bulletins... 








New York Life Names Dye at Scranton 

New York Life has appointed J. Gordon Dye manager at Scranton. Mr. 
Dye, who has been middle Atlantic division training supervisor, joined the 
company at Pittsburgh in 1945 and was named assistant manager in 1953. 


American United Promotes Perry, Four Others 


American United Life has named H. 


Hartzell Perry vice-president in charge 


of reinsurance, and has promoted the following men to assistant vice-presi- 
dents in reinsurance: Fletcher G. Shepard, Fred L. Kautzman, Fred L. Durham 


and Landis Dale Jr. 


Mr. Perry has been with American United 17 years, specializing in reinsur- 
ance. He was promoted from assistant vice-president. Mr. Shepard has 30 
years of insurance experience in all phases of home office operations, includ- 
ing 12 years as an actuary. He will work in southeastern states, with head- 


(CONTINUED 
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Sales Program 
Mulltiplies Agent's 
Effectiveness 


Mutual Benefit Life 
Offers Employers Unique 
Counseling Service 


NEW YORK—What can be done 
about the increasingly acute problem 
of selling the vast numbers of under- 
insured people in the middle and 
lower-middle income range without 
wasting a prohib- 
itive amount of 
time tracking them 
down and sifting 
out the live pros- 
pects? 

President H. 
Bruce Palmer of 
Mutual Benefit 
Life unveiled at a 
press conference 
here Tuesday an 
elaborate program 
aimedatwhat 
might be called the 
mass sale of ordinary insurance. It 
enables an agent to offer an employer 
a series of carefully worked out con- 
ferences for developing initiative and 
leadership among supervisory person- 
nel. There’s one conference on finan- 
cial security. The agent’s job is to 
conduct it. Later, he’s the natural 
choice for participants to turn to for 
further financial security advice. 

To the employer, the program is 
presented as a plan for “revitalizing 
individual initiative’ and developing 
latent leadership ability among super- 
visory personnel. A recent survey of 
500 major corporations disclosed lack 
of initiative and leadership among su- 
pervisory management as their most 
important management problem. It’s 
not surprising that preliminary try- 
outs have shown the Mutual Benefit 
program has tremendous appeal for 
employers. 

The program consists of a series of 
conference sessions at which leaders 
endeavor to stimulate new attitudes 
among supervisory personnel and build 
the skills with which they can put 
these attitudes to work for themselves 
and the company. Mutual Benefit sup- 
plies a complete track to run the con- 
ferences on, including a 31-minute 
talking movie, The True Security, to 
be shown at the opening conference, 
and other films to be shown at suc- 
ceeding conferences. 

The program develops answers to 
these specific questions: What does a 
supervisor and executive need to do his 
own job well? How can he work better 
with people and help them develop 
their full potential? How can he free 
himself from financial worry that 
might hamper his effectiveness? 

The employer can readily see that 
the man whose mind is free from fin- 
ancial worry has a better chance of 
developing along the desired lines. 

A subsequent article will give de- 
tails of the Mutual Benefit plan. 





H. Bruce Palmer 
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Experience Ironing Out Problems in 
Major Medical; Bright Future Foreseen 


By ELOISE WEST 
When the public accepts A&S insurance as insurance rather than a type of 
benefit plan, major medical coverage will catch on and become one of the big- 
gest businesses in the field. Coverage for the catastrophic medical bills al- 


ready is catching on, of course. At the 
end of 1952, 689,000 persons were cov- 
ered in either group or individual 
major medical plans, and at the end 
of September, 1955, about 3% million 
were covered. But the education of the 
public to “first dollar coverage,” as the 
basic hospital-medical-surgical plans 
are termed, for 25 years had to be 
undone and the people made to realize 
that small illnesses are budget items 
and major illnesses are insurance con- 
siderations. 

At the beginning, major medical was 
believed to be a “rich man’s coverage.” 
The early individual coverages were 
offered only to the high income groups 
and the earliest group policies were 
written on the top executives of a 
company. Now with group major med- 
ical being sought and purchased by so 
many large companies for all their em- 
ployes, it has become a coverage for 
nearly all age groups—except, in most 
cases, retired employes—and for near- 
ly all salary groups. 

In the field of individual coverage, 
some insurers believe the cost still is 
high. Others think it is currently avail- 
able at a price which should appeal to 
the middle and upper middle income 
groups. One company is offering in- 
dividual major medical at $38 annually 
for a $5,000 limit of risk with a $200 
deductible. This is less expensive than 
many basic cover plans which insure 
the first dollar expenses of illnesses or 





accidents but which usually do not pay 
more than $500 maximum benefits. 

One major life insurer every day 
finds that there is greater understand- 
ing of the principles of major medical 
and increased acceptance of its su- 
periority over the basic forms of med- 
ical expense insurance. This is true 
not only of the public, but also of the 
agency forces. Agents have been sell- 
ing, or have been exposed to, the basic 
forms of insurance for so long that it 
has not been easy for them to become 
reoriented and to appreciate readily 
the distinction between the new form 
and an ordinary hospital expense pol- 
icy. However, the company has been 
greatly encouraged by the favorable 
and often enthusiastic response of its 
producers. 


Even though several hundred appli- 
cations for major medical are being 
received each week, this company is 
continuing to concentrate effort, in- 
cluding a nationwide advertising cam- 
paign, on the promotion of major 
medical coverage. 

Another company indicated that at 
first it had trouble selling the coverage 
to its agency force. Most of the agents 
liked the coverage, but most of them 
were not geared to sell either A&S 
or major medical. However, now some 
of the agents are specializing in A&S, 

(CONTINUED FROM PAGE 19) 
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SECURITY 


In ship design, it is a balance of speed, 
performance and sea-worthiness. 


In life insurance, it is a balance of new 
ideas. progress and sound principles. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA 


PENNSYLVANIA 


Room-Hopping, Skit 
to Be Features of 
GAMC Meeting 


A skit put on by the LIAMA staff, 
a dramatized presentation, “Supervis- 
ing for Greater Success,” a return of 
the “room-hopping” type of program, 
and a tour of LIAMA headquarters 
are among the unusual features on the 
program of General Agents & Mana- 
gers Conference for its all-day and 
evening program March 19 at Hartford 
during the National Assn. of Life Un- 
derwriters midyear meeting. The open- 
ing business session will be followed 
by the LIAMA skit. Then will come a 
guided tour of LIAMA headquarters. 

Luncheon speaker will be Raymond 
C. Johnson, New York Life’s vice- 
president in charge of agency adminis- 
tration, who will outline the benefits 
of continuous managerial education, 
training and development. 

Afternoon speakers will be Osborne 
Bethea, Prudential, Newark, who will 
talk on training for early production 
and guidance for constant growth; Sam 
G. Shackelford, senior LIAMA consult- 
ant, who will talk on LIAMA’s new 
career development program; Charles 
J. Zimmerman, LIAMA managing di- 
rector, who will discuss the opportun- 
ities and responsibilities of field man- 
agement; and Lewis W. S. Chapman, 
director of company relations of 
LIAMA and W. Thomas _ Fiquet, 
LIAMA consultant, who will put on a 
dramatic presentation of a manager 
reviewing with an established agent 
his progress to date, developing a su- 
pervision profile, and planning with 
the agent a program to help him rea- 
lize more of his potential. 

The room-hopping program that eve- 
ning will cover the following subjects, 
each handled by a GAMC chairman, 
or chairmen, assisted by LIAMA staff 
members: 

Training, Fred H. White, Massachu- 
setts Mutual, Buffalo, and Edward L. 
Reiley, Mutual Benefit Life, Philadel- 
phia; Mr. Shackelford, Frank Han- 
cock, and John Antonietti. 

Selection, Walter G. Gastil, Connec- 
ticut General, Los Angeles and Free- 
man Wood, Lincoln National, Chicago; 
and Charles K. Reid II and S. Rains 
Wallace. 

Supervision, Coy G. Eklund, Equita- 
ble Society, Detroit; and B. W. Huey, 
Fred Jarvis, and Joseph Weitz. 

Recruiting, Tom L. Mitchell, Mutual 
of New York, Birmingham, and Robert 
B. Pitcher, John Hancock, Boston; and 
F. M. Peirce and R. J. Dry. 

Interviewing techniques, E. A. Ellis, 
Pacific Mutual, San Francisco; and Mr. 
Chapman, T. B. Leavitt, and D. A. 
Peterson. 

Agency public relations, W. A. Fra- 
ser, Bankers of Iowa, Lincoln, Neb., 
and John A. Hill, Aetna Life, Toledo; 
and Mr. Fiquet, R. N. Ford, and John 
L. Lobingier Jr. 

Debit management, Martin M. Guon, 
Metropolitan, Oak Park, Ill., and Leon- 
ard T. Smith, Prudential, Cranston, 
R.I.; and Stanford Y. Smith, and Leo- 
nard Ferguson. 





Continental American 


Names Rosen and Vogel 


Continental American Life has ap- 
pointed Norman K. Rosen and Alvin 
Vogel general agents in New York City. 

Mr. Rosen and Mr. Vogel previously 
were with Home Life of New York as 
assistant managers of the Oshin agen- 
cy in New York City. They are CLUs. 
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MEET AT CHICAGO 


Seek Ad Writers 








Views on Guide for 
NAIC Rules on A&S 


The industry subcommittee that is © 
preparing an interpretive guide for the 
National Assn. of Insurance Commis. 
sioners rules governing A&S advertis- 
ing met for the first time this week at 
Chicago to discuss a draft drawn up 
by a group headed by President Paul 
Watt of Washington National. 

Thomas Pansing of Nebraska, the © 
chairman, presided. Subcommittee 
members from the New York, Minne- 
sota and Nebraska departments were 
on hand, and there was a full represen- | 
tation of the various industry advisory 
groups. 

In keeping with an attempt to broad- 
en the advisory committee to include 
segments of the industry directly con- 
cerned with preparation of advertising 
copy, representatives of Institute of 
Life Insurance and LIAMA poartici- 
pated in the discussions. The institute 
will serve as the public relations arm 
of the new trade association serving 
the A&S companies, Health Insurance 
Assn. 

Each industry member of the sub- 
committee is being asked to consult | 
with the persons who actually write | 
company or association advertising to © 
get their ideas on what parts of the 
NAIC rules need interpretation. The 
lawyers formulated the rules, and, so | 
far as is possible, it is hoped the ad | 
writers will draw up the guide. 

The present intention is to have an- 
other subcommittee meeting at Cin- 
cinnati April 12. Nearly all members 
will be there at that time for the or- 
ganizational meeting of Health Insur- 
ance Assn. The goal would be to come 


cB Oia i SO 





up with a final draft at that meeting © 
that could be published shortly there- © 
after. A public hearing then could be 
scheduled prior to the NAIC annual 
meeting at St. Louis May 28-Junel. 
Director Pansing was scheduled to 
meet with federal trade commission 
officials late this week to discuss the 
A&S advertising rules FTC is expected | 
to release shortly. According to the 
timetable set up by Commissioner 
Lowell Mason during the trade prac- 
tices conference at Washington, a draft 
of the FTC ad rules for A&S will be 
in the hands of the full commission 
on March 15, and, if as is expected, it 
is promptly approved, copies will be | 
sent to the industry on March 19. j 
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Lincoln Income Buys’ 
Industrial Business : 
of 3 Texas Companies — 


Lincoln Income Life has purchased | 
the weekly and monthly life and A&S — 
business of Time Life and American 
Family Life, both of San Antonio, and | 
American Empire Life of Austin. 

Lincoln Income, which has been op- 
erating in Texas since 1946, will merge 
the business purchased from the three 
companies into its Texas operations | 
under Manager Ross W. Doyle. Arthur 
Fleming, formerly with Time Life, will 
manage the newly acquired district. 

Life insurance involved in the pur- | 
chase is somewhat in excess of $2 
million and in addition there is a sub- 
stantial amount of hospitalization 1- 
surance. This gives Lincoln Income 1 
representatives and nine district of- 
fices in Texas. 
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Business Reinsured by N.Y. Licensed 
Companies Now $7.8 Billion in Force 


ALBANY—Life business reinsured ments had not been filed by March 2, 


py New York licensed companies stood 
at $7,800,120,000 Dec. 31, according to 
statements filed with the New York 
department. 

The figure includes business rein- 
sured with admitted and non-admitted 
reinsurers. The figures are for life 
only and cover ordinary and group— 
in fact, group accounts for the bulk of 
the amount in force. The companies 
also reinsured a considerable amount 
of disability and double indemnity 
pusiness, but it is not reflected in the 
$7.8 billion total or in the company 
figures in the list that follows. 

Huge as they are, the group life re- 
insurance figures do not include any 
of the federal employes group case, 
which was issued by Metropolitan Life 
and shared with 150 other companies. 
Each company’s share of the govern- 
ment employes case is reported as di- 
rect business. Normally the procedure 
in a case jointly underwritten by sev- 
eral companies but issued and serviced 
by one insurer is for the latter to re- 
port as reinsurance the amounts it 
shares with the other participants. 
However, it was felt that in the fed- 
eral case the amount was so large that 
it would have introduced too much 
distortion. 

Where reinsurance in force with a 
reinsurer is extremely large, it is prob- 
ably all or largely group. Group rein- 
surance, except in rare cases involving 
a catastrophe hazard, doesn’t usually 
arise out of the need to spread the risk, 
as it does with ordinary policies but 
because the employer wants the busi- 
ness split among several insurers and 
it is more convenient to have one of 
the companies handle all the issuing 
and service work. In such a situation, 
the usual practice is to allow the com- 
pany handling the case with the em- 
ployer a larger share of the expense 
component in the rate. 

Where extremely small amounts of 
insurance in force are shown, it may 
be because the reinsurance, usually on 
an ordinary policy, has been in force 
for a long time—perhaps the last ves- 
tige of a reciprocal arrangement dis- 
continued years ago except for the 
run-off of business then in force. A 
common arrangement is to have the 
reinsurance on a one-year renewable 
term basis for the net amount at risk, 
though some are on a coinsurance bas- 
is. The arrangement can’t be cancelled 
except by mutual consent. Not many 
have been cancelled, though occasion- 
ally the company that placed business 
that was beyond its retention limits at 
the time finds it has grown enough to 
re-assume the business it had ceded. 


The ceding of reinsurance results in 
a certain amount of redundancy in 
figures showing total insurance in 
force for all companies unless allow- 
ance is made for reinsurance in force. 
The institute of life insurance estimate 
of $373 billion of insurance in force in 
U. S. and Canadian companies on the 
lives of inhabitants of the United 
States excludes reinsurance. However 
the institute’s estimate of $388 billion 
for insurance in force Dec. 31 in U. S. 
Companies does include reinsurance 
but not all the difference between $388 
billion and the $373 billion figure is 
due to reinsurance, since the former 
figure, though excluding U.S. business 
of Canadian companies, includes all 
Canadian business of U. S. companies. 
_The following list does not include 
figures for Church Life, United Mutu- 
al, or Victory Mutual, whose state- 


nor for Continental Assurance, Mas- 
sachusetts Mutual, or Phoenix Mutual, 
which had not filed the reinsurance 
schedule by March 2, nor for Mutual 
Benefit Life, Northwestern Mutual, 
Zurich Life, or the U. S. branch of 
Canada, none of which had any rein- 
surance in force on Dec. 31. 

Aetna Life—-Bankers, Ia., $1,250,000; Conn. 


General, $59,524,234; Equitable Soc., $14,468,959; 
Great Southern, $12,276,753; Imperial (Can.), 


$3,909,360; John Hancock, $14,468,959; Manhat- 
tan, $4,340,766; Manufacturers, $4,394,500; Matson 
Assur., $3,466,950; Metropolitan Life, $14,879,- 
492; Minnesota Mutual, $500,000; North Ameri- 
can Re.; $53,279, 355; Northwestern Natl., $4,036,- 
900; Prudential, $12,807,405; Sun (Can.), 
$1,730,881; Travelers, $42,314,455; United Bene- 


fit, $1,250,000; Western Life, $500,000. Total, 
$296,657 ,395. 
Bankers, Ia.—Conn. General, $10,730,829; 


Great-West, $400,000; Lincoln Nat., $4,030,024; 
N.W. Nat., $8,968; Travelers, $116,238. Total, 
$15,286,059. 

Bankers Men’s_ $50,707; 
Conn. General, Lincoln National, 
$1,964,911; No. Am. Re.. 845%; Ams ® tend 
$4,971,847; Fidelity Bankers, Va., $1,088,027, To- 
tal $9,662,031. 

Berkshire—Conn. General, $1,222,093; Lin- 
coln Nat., $49,983,850; Metropolitan, $6,285,995. 
Total, $57,491,938. 

Canada Life—Columbian Nat., $10,000; Con- 


Security—Business 
$1,582,039; 


federation, $14,837,680; Conn. General, $1,719,- 
316; Imperial (Can.), $11,977,253; Lincoln Nat., 
$3,032,965; Mutual (Can.), $10,500,297; North 
Amer. Re., $793,317; Sun (Can.) $18,960; “‘com- 
panies not authorized in N.Y.,” $11,073,193. 
Total, $53,962,981. 
Colonial—Conn. 
Nat., $163,218; 
Total, $8,297,743. 
Columbian Mutual, N. ¥.—North Amer. Re., 
$253,996. j 
Columbian National—American United, $13,- 
422: Business Men’s, $217,287; Conn. General, 
$14,457,389; Contl. Amer., $1,017,268; Crown, 
$41,235; Great-West, $53,467; Lincoln Nat., $18,- 
099,366; Mfrs., $431,499; Metropolitan, $94,935; 
North Amer. Re., $55,694; Occidental, $5,176; 
Reserve Loan, $9,756; Republic Nat., $36,749; 
Security L. & A., $1,167,291; Travelers, $2,704; 
United L. & A., $327,531. Total, $37,030,769. 
Companion. N. Y.—North Amer. Re., $150,116; 
(CONTINUED ON PAGE 18) 
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design for tomorrow... _ 


‘fhe home of tomorrow will be a 
push-button miracle, with comfort 
and convenience planned in every 
square inch. But in this highly 
mechanized, electronic world, man 
will still need the protection and 
security of insurance plans of 


The Ohio National Life. 


OHIO 
NATIONAL design for 
LIFE 


A General Agent's 
School in session. 

Like the training 

schools for agents, 

emphasis is on 

individual attention 

and instruction. 


Company throu 
or three 
Intermediate and two Advanced to help him make the most of his potential 

in all facets of life insurance selling. 


schools he studies t 
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A good agent becomes a better agent at The Ohio National Life Insurance 
h a program of progressive training. In the first two 


ears of his association he attends four ‘Schools’: Basic, 


THE 


Sion ars sae Sean 


Ohio National Life’s training schools are designed to fully train the 
agent —full or part-time—in the simplest as well as the most 
complicated field problems, with emphasis on skill building. 


First, the agent learns the elements of life underwriting to get him into 
uick and profitable production. More advanced classes help him make 
the most of his abilities and broaden his markets so that he can handle 
more specialized applications. Finally, in the two advanced 

fe more complex problems of life insurance as ~ 
they apply to estate, taxation, pension and business problems. 
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Figures from Life Companies’ Year-End Statements Shown 





Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy- Bus. Force Dec. in Ins, Income ai Disburs. 
Assets Assets a “i ve _ In ee dyss .~ 1955 
$ 

American Bankers Life, Fla. 1,690,272 448,523 506,729 67,622,241 79,264,707 32,605,298 2,915,267 513,638 2,559,304 
Cai.-Western States Life ...... 172,435,468 12,826,950 21,6/1,080 194,333,130 1,327,437,697 184,407, tf 38,499,983 23,359,377 32,686,130 
CO Oe Seer 33,600,113 1,836,613 1,927,606 28,313,849 191,193,744 17,248,920 4,834,905 2,700,810 3,100,113 
Central States H. & A. ........ 2,384,934 338,000 334,407 54,073,448 53,672,852 17,569,862 3,440,181 1,528,999 3,180,467 
rere 4,159,482 780,815 1,444,255 14,228,687 113,057, 3 14,126,180 2,041,110 843,820 1,399,983 
Connecticut Mutual .......... a - mo 256 86,286,280 - 614,231 405,323,379  3,123,345,68 257,871,282 106,609,668 68,549,285 112,752,728 
ee ee eee 3,348 2,256,671 Sia: _ 137,423,670 2,352,086, aa 502,783,380 16,955, 13,874,897 ,602,791 
i ee res 3 863; 226 572,793 2300, 509 54,614,013 53,486,590 13,632,627 3,495,386 768,423 2,984,353 
Equitabie Society ............ 8,047,714,014 487, ey 237 498, rr 030 2,326,202,930 25,328,532,140 2,352,992,839 951,125,109 609,987,596 806,417,429 
Family Life, Wash. .......... 617,244 9,031 426,336 16,055,700 42,180, tf 10,200,025 "381,429 81,958 347,087 
Farm Bureau Life, Mo. ........ 1,636,607 339 134 237,142 6,442,308 8,751,4 ,194,733 667,322 94,107 304,836 
Ce ae ea 8,341,546 768,174 791,467 4,600,925 40,452, 388 1,801,927 1,201,543 327,09 39,493 
Farmers & Traders Life ....... 36,865,021 2,379,952 1,991,419 12 613,923 151,678,659 6,405,393 3,925,206 1,309,839 2,535,892 
Federal Life & Casualty ...... 9,365,489 1,481,075 2,056,189 58 239,350 174,099,328 64,343,415 6,917,415 2,542,767 6,085,584 
Fidelity Mutual Life .......... 308,212,031 13,972,038 13,508,380 100 534,699 929,941,816 70,115,560  27,207,3 17,751,329 27,534,721 
First Pyramid Life .......... 8,423,453 1,021,554 833,752 20 815,450 70,616,547 11,154,091 1,974,171 694,469 1,525,691 
George Washington Life ....... 7,647,276 1,250,969 2,769,541 2 056,717 15,588,714 1,005,130 4,303,091 2,274,273 3,430,659 
De UEIIR 5.565.050 9505040. 403,678,212 23,066,798 30,496,902 154 241,388  1,274,554,964 76,568,559 38,755,783 22,390,588 38,063,210 
NTE shen ckse con taese o's 132,437,192 14,434,734 18,904,578 162 776,992 875,067,068 92,070,871 28,531,321 8,360,193 19,800,927 
eS SS Ae 325,130,494 20,356,108 16,860,830 223 872,379 1,554,807,451 :701,217 38,665,663 22,595,868 37,874,381 
International Fidelity, Tex. 4,398,489 331,74 983,752 16 237,212 43, = 974 2,912,3. 1,951,821 665,757 1,505 812 
Liberty National Life ......... 186,105,070 21,918,662 18,740,052 212,799,275 1,044,493,167 95,959,196 1,907,996 10,121,408 44,430 321 
SO} eae 374,073,836 26,317,5: 36,230,698 322 055,335 1,954,297,053 202, a 617 55,519,847 23,466,688 42,247,526 
Lincoln Mutual Life .......... 6,701,167 525,231 1,375,108 7,746,936 32,763,788 3,844,951 876,924 295,523 840,072 
Lincoln National Life ......... 1,128,412,482 84,475,658 107,366,939 1,039 462,502 7,432,053,006 566, 554° 706 160,477,821 91,006,981 134,081,497 
Massachusetts Mutual Life 1,883,040,299 111,187,041 107,613,162 730,108,423  4,892,793,816 502,859,538 161,925,313 105,267,092 171,997,426 
Midland Mutual Life .......... 89,977,953 4,822,342 7,091,556 39,628,701 302,446,204 24,196,370 8,350,149 4,356,164 8,041,126 
Midland National Life ........ 21,927,582 1,978,282 3,057,540 34,454,244 126,001,879 19,743,617 2,915,631 780,057 2,151,493 
Monumental Life ............. 177,505,244 14,090,826 21,961,273 113,819,047 869,288,214 55,983,285 26,485,701 7,818,471 17,727,337 
A OL ie Aare 2,475,481,919 72,553,666 214,001,415 569 446,894  5,359,423,255 317,755,829 162, Ly ao 148,676.822 182,127,072 
Mutual Savings Life, Mo. ...... 19,255,457 —197,5: 1,004,115 1,148,929 39,058,307 —1,055,708 1,075,523 1,391,660 
Mutual Service Life ...... ... 9,473,981 1,690.769 1,026,388 17,219,282 101,274,802 15,848,706 3, ie, bea 1,119,192 1,987,826 
National Standard ........... 1,954,530 452,288 697,200 25,528,757 29,685,048 5,880,507 3,140,916 955.592 2,764,321 
New England Mutuar ......... 1,691,052,706 119,751,562 119,582,494 587 657,468 4,386,720,422 398,177,597 151,393,889 98,836.063 153,066.619 
Northwestern Mutual ......... 3,414,758,500 171, ag 783 219,847,997 634.456,003 7,933,875,931 382,931,404 284,835,405 206,100,110 299.319.978 
Pan-American Life ........... 176,882.83: 16,885,885 12,661,927 154 687,104! 827.065.443 90,475.236  27.995.686 13.433,124 23.886 "79 
Se er 13, 14 _ 4, ea 360 10,710,134 6,820,273 977,096,344 281,684,663 8,435,654 3,914,805 4,617.430 
"= a 25,1 23,157,966 109, 95 472.248 229,461,014 = 108,598 10,499,616 2,814,827 7.995.077 
Rushmore Mutual, S$. D. ...... 9 a3 08 307,185 332,355 4.738,398 22,519.976 4.892,763 685.609 174,043 491.168 
Provident Life, N. D. ........ 34,451,269 3,072,778 2,451,028 24.733,493 159,450,094 14,449,142 4,886,896 1,314,475 3,025,950 

Security Benefit, Kan. ....... 43,101,848 3,410,649 5,925.216 62.293,000 220,757,979 46,976,749 6,041,561 3,003,598 .0: 
Security L. & A., Colo. ...... 38,147,102 3,039,664 3,745,879 91 928,649 403,520,338 50,096,429 9,337,178 5,138,707 8,459,116 
ee ere 43,727,432 2,167,723 3,550,361 24,628.439 490,496,719 6,835,075 9,398,886 5,726,574 8,828,379 
Southern Life & Health ....... 24,137,307 2,406,514 3,070,000 81.411,374 200,959,683 14,770,397 6,848,333 1,598.838 5,211,650 
ee 183,885,518 11,014,106 8,667,650 185.302.3042 1,009,732,54 93,653,413 ons 10,837,258 20,863,185 

Southwest Reserve, Tex. ....... 4,120,1 536,1i .048,7 3,176,5 2,795, 1,747,592 928,590 314,997 575,0 
State Mutual Life ........... 560,847,008 38,900,669 41,608,602 292.374,44 2,167,915,905 246,222,638 & 359, a4 38,839,028 59,912,892 
Union Casualty & Life ...... 5,002,545 ,664,251 1,134,198 77.701.090° 479,923,764 61,589,449 8,096.1 5,919.507 7,687,128 
United Fidelity, Tex. ......... 35,934,201 2,776,003 7,332.894 15.994,726' 135,015,212 3,885,956 3 673.749 1,367,056 2.275.152 
Union Nationa, Neb. .......... 31,414,247 26,643 2,877,594 24 639.673 171,194,4 12,242,213 5,340,874 1,021,857 2,477,724 
i i eee eee 5,432,198 563 2,453 19 345,226 48,929,221 3,989,639 1,836.110 26.323 1,403,973 
Union Mutual, Me. ........... 84,541,002 6,433,971 7,268,862 139,817,654 571,218,196 89,079,494 18,523,584 11,315,300 17,000,653 

FRATERNALS 
Equitable Reserve ............ 15,968,391 444,293 2,428,848 5 638.903 54,490,777 1,886,391 1,070,899 1,051,646 1,429,383 
Independent Order, Foresters 60,921,400 2,852,739 8,728,742 78,380,480 276,956,220 42,118,008 7,646,042 3,852,227 9,717,875 
Jr. Order United Amer. Mech. .. 9,934,1 139,834 838,441 565.075 20,234,595 —711,208 598,939 683,892 1,097,635 
Polish Roman Cath. Union ..... 36,702,517 1,440,713 3,732,767 731, 102,162,569 1,189,470 2,804,077 2,511,266 3,144,910 
RIO | 3 's...5sk000s 20,797,840 292,173 839,147 11,322,083° 76,177,901 4,592,979 2,254,538 1,982,024 3.042,041 
Protected nome Circle 20,022,710 57,711 20,022,710 7.171,709 73,994,569 223, 1,880,711 1,933,852 2,521,956 
Roya! Arcanum ........ 29,037,175 —223,669 8,203,817 2.376.731 47,539,117 — 1,042,614 1,409,737 2,033,737 2,401.690 
Siovene Nat’ A Benefit ........ 18,693,734 759,176 3,743,274 2.746, 52,346,979 462,001 1,554,463 1,179.744 1,462,927 
Unity L. & AL... see eee e eee 301,592 2,007,455 1 reopen 3 bay ng Lego oy oA Saarans 1, ae et 3 yey a4 
,768,214 2,461,562 
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Air Force Seeks Actuaries 


to Test Parts ‘Longevity’ 


Actuaries are urgently needed by 
the air force at salaries ranging upward 
from $6,390 per year, according to the 
air material command headquarters at 
Wright-Patterson air force base in 
Ohio. 

Actuarial mathematics now are be- 
ing used by the air force to solve com- 
plicated logistical and maintenance 
problems on complex aircraft equip- 
ment. Air force actuaries construct 
failure rate tables in the same manner 
in which life insurance actuaries con- 
struct mortality tables. The air force 
tables are used to forecast failures of 
equipment. The number of spare items 
procured, their distribution, and repair 
schedules for them are based on these 
forecasts. 

Failure rates also are used to cal- 
culate the life expectancy of the equip- 
ment and to determine effects of en- 
gineering and design changes. A tre- 
mendous reduction in costs is being 
effected as a result of the improved ac- 
curacy of these forecasts. 

Data collected from air force bases 
is transferred to punch cards and then 
to electronic computer tapes. The com- 
puters first determine the number of 
items exposed to failure in each age in- 
terval, using the exposure theory de- 
veloped by life companies. Failures 
also are tabulated by age interval. 

The rates that are obtained are ap- 
plied to the existing and expected 
future inventory to forecast failures. 
In this process a group of aircraft in 
which the equipment being studied is 
to be installed is “flown” in the com- 
puter fcr the operational life of the 
group. The equipment failures result- 
ing from this simulated flight are de- 
termined. 

The work currently is being done at 


Dayton, O., Harrisburg, Pa., Oklahoma 
City, San Antonio, and, to a limited ex- 
tent, at each of the other major air 
commands. 

Requirements for the positions are 
a college degree in mathematics with 
graduate work desirable, and three 
years experience in the actuarial field. 
Interested persons should make ap- 
plication on standard form 57 (applica- 
tion for federal employment) to com- 
mander, Wright-Patterson air force 
base, Ohio, attention: MCGCE. 


Zaletel Wis. Assistant 


MADISON—Frank R. Zaletel has 
been named administrative assistant 
to Commissioner Rogan of Wisconsin. 
Mr. Zaletel did research and made a 
survey of insurance department op- 
erations and prepared a report for the 
governor which included recommen- 
dations for reorganization. His new as- 
signment is to help reorganize the de- 
partment and continue his research. 


Evans Ky. Senior Examiner 


Robert B. Evans has been named 
senior examiner in the Kentucky de- 
partment. He is a graduate of the busi- 
ness school of the University of 
Pennsylvania, and from 1947 to 1954 
was an examiner with the Pennsyl- 
vania department. More recently he 
has been with a Louisville CPA firm. 


Aetna Promotes R. M. Nicklas 

Richard M. Nicklas has been pro- 
moted to assistant general agent of the 
Pursell-Curry & Co. agency of Aetna 
Life in Reading, Pa. He joined the 
company in 1946 and two years ago 
was named supervisor in charge of the 
district office at York, Pa. He is past 
president of Franklin County Assn. of 
Life Underwriters. 


North American Accident 


Liberalizes Pilot Rules 


North American Accident of Chicago 
now will write civilian aviation pilots 
on a standard rather than a rated basis, 
under certain circumstances. 

In addition, some ratings on risks 
have been lowered. Present policyhold- 
ers whose contracts carry war and 
aviation riders are eligible for the 
more liberal coverages. 


Commonwealth Lite 
Names Four V-Ps 


Commonwealth Life has promoted 
Victor B. Gerard, Dr. Albert S. Irving, 
C. L. Hassman and Preston P. Joyes 
Jr. to vice-presidents, Roy J. Bates to 
assistant secretary and William P, 
Hoagland to assistant treasurer. 

Mr. Gerard joined Commonwealth 
in 1946 as assistant to the president, 
was appointed manager of the bond 
department the following year and 
elected treasurer in 1950. 

Dr. Irving started with the company 
in 1953 as medical director. He re- 
ceived his medical degree from Texas 
medical college in Galveston and later 
did post graduate work at Harvard 
university. 


Mr. Hassman went with the com- 
pany in 1953 as manager of the rea] 
estate and mortgage loan department. 

Starting with the actuarial depart- 
ment in 1946, Mr. Joyes was appointed 
assistant vice-president in 1953 and 
the following year assumed executive 
responsibility for new business admin- 
istration. 

Mr. Bates, who started with Com- 
monwealth in 1946 and has served in 
many capacities, currently is manager 
of the issue department. With the com- 
pany since 1951, Mr. Hoagland is head 
of the cashier’s section. 


Sun, Canada, Brings Out 
Two Participating Policies 


Sun Life of Canada has introduced | 
two participating plans: preferred life | 


and life at 90. Ordinary life and modi- 
fied life, both participating, have been 
withdrawn. 

The preferred life plan will be issued 
at ages 1 through 70 in minimum 
amounts of $10,000 to specially select 
lives. Life at age 90 will be available at 
ages 1 week to 70 years. The minimum 
is $5,000 and the policy will be avail- 
able to substandard risks. 


Names Lanigan in Fla. 


All American Life & Casualty has 
appointed Harold A. Lanigan field su- 
pervisor for Florida, with headquar- 
ters at Miami. Formerly with National 
Union Life, Mr. Lanigan has had ex- 
perience both in the field and as a su- 
perintendent of agents. 
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1955 Sales in N.Y. 
Top $62 Billion 


All figures are ordinary unless des- 
ignated G for group or I for industrial. 
New business figures include revivals 
and increases as well as new business 
paid-for. 





New Business’ In Force 

$ $ 
et BRO sccecsicesovstaianss 51,804,048 404,338,094 
(G) 183,631,939 1,130,444,646 
Amalgamated  ...........0 66,250 305,646 
11,540,000 149,802.00" 
Bankers, Ia. ...... 5,405,925 62,530,146 
40,786,435 163,011,700 
Bankers Security ........ 8,791,551 12,017,072 
G) 105,699,698 86,092,668 
PRINT onsnccscrsccavesorsncens 17,365,268 177,812,289 
Canada US. Br. ............. 12,278,612 63,630,728 
(G) 1,023,500 1,986,500 
Church not filed by Mar. 2 
NIU : 5s convcestensdivecsiceabens 12,314,458 65,769,952 
(G) 613,000 5,948,500 
(I) 2,627,830 27,493,644 


Columbian Mutual No life business listed. 












Columbian National .... 20,243,153 112,811,114 
(G) 9,794,103 29,849,272 

(I) —_— 498 

Companion ou... 7,922,285 35,109,830 
(G) 14,754,598 77,868,750 

Confed., US. Br. ............ 873,293 5,944,974 
153,979 153,120 

Conn. General ................ 74,302,081 485,797,713 
(G) 90,945,590 752,902,922 

Conn. Mutual ............... 57,822,433 466,229,082 
Continental Amer. 16,984,499 126,822,147 
Cont’l Assurances RA _A2Q 2413 309,707,148 
(G) 173,452,770 212,091,815 

NN fo cose Seanseesbusdiane 794,823 753,273 
(G) 11,792,636 8,385,436 

MNEEEI, © aSscescarcnckecacetyssensars 6,629,697 56,153,363 
(G) 523,020 6,148,074 

Empire State ......... 5,185,992 35,756,794 
(G) 167,000 66,000 

— 1,719,245 

Equitable Society ........ 215,463,767 2,076,833,026 
G) 166,764,175 1,930,527,681 

Equitable, Ia... 6,123,68 62,381,568 
Expressmen’s “ 541,291 8,090,296 
Farm Family ... 10,223,119 21,402,020 
Farm. & Traders 2,875,450 58,053,346 
EEE BGEE re ss sassessecsecescsee 4,875,538 16,487,287 
(G) 193,871 592,602 

Fidelity Mutual ............ 8,834,024 104,315,940 
GEUBLOIATA  cncccscsricesesessesnes 47,425,883 452,823,683 
(G) 384,500 5,197,320 

MOOG. INL s. sssevervssccsescsees 36,588,625 304,992,896 
(G) 14,817,387 69,312,099 

Imperial, US. Br. ........ 265,564 3,517,680 
John Hancock .... . 300,174,139 2,035,772,475 
122,039,605 563,750,870 

62,229,046 624,685,774 

Loyal Protective ......... 262,671 1,378,044 
(G) 99,157 307,032 

Lutheran Mutual ......... 1,406,853 7,654,099 
Manhattan oo... eee 27,655,199 205,509,661 
(G) 26,282,558 68,639,216 

Mass. Mutual .............0 85,170,729 646,187,475 
(G) 42,727,061 175,252,823 

Metropolitan _............... 748,039,808 5,901,794,054 
(G) 587,823,413 3,858,604,239 


(I) 35,420,607 1,441,158,077 





Monarch, Mass. ............. 11,552,119 45,246,489 
(G) 170,806 1,569,161 
Mutual Benefit Life ..... 62,730,053 626,967,607 
Mutual of N.Y. «- 61,035,460 745,343,525 
(G) 15,851,249 50,861,921 








Actuaries Institute 
Elects C. F. Wood 


Council of the Institute of Actuaries 
in England has selected Charles F. 
Wood as its next president. He will 
assume office at the conclusion of the 
annual general meeting of the institute 
in June. 

Mr. Wood is manager for the United 
Kingdom for Manufacturers Life. This 
is the first time that an executive of 
a Canadian company has been chosen 
for the honor. Last year he was chair- 
man of the Life Offices’ Assn. 


Buy Interest in Graphic 


A substantial interest in the Insur- 
ance Graphic has been purchased by 
Wendell R. Scott and John B. Scott, 
formerly advertising manager and 
managing editor, respectively, of the 
Insurance Record. The new partners, 
each of whom has had extensive 
daily newspaper experience, will have 
complete production responsibility for 
the Dallas publication. 

Graphic, operated for many years 
by the late Don Coats, was purchased 
from News Publishers of Dallas. 


Names Dunn at Roanoke 


Bernard B. Dunn has been named 
general agent of Washington National 
at Roanoke. He has been in insurance 
for five years, first with Metropolitan 
Life and from 1954 to 1956 with Lincoln 
National as an agency supervisor. 





















New . one In Force New Business In Force New Business’ In Force 

$ $ $ 
Mut. Can. US. Br. ........ 366,739 3,282,785 Phoenix Mutual ........ 38,172,407 304,011,663 (G) 21,753,443 82,503,573 
Mutual Trust .... . 18,538,895 BREE — PME oacececrevcetscsseenisersssencen 22,479,632 97,770,568 Union Labor ................ 2,812,482 12,789,021 
National, Vt. 31,604,390 254,386,611 (G) 3,376,762 8,966,586 (G) 46,385,073 156,306,230 
Nationwide  ................0.. 25,575,308 97,480,985 Prov. Life & Cas. ........ 110,900 171,400 Union Mutual ................ 8,334,517 84,165,092 
(G) 4,687,146 11,500,702 (G) 8,051,981 31,010,400 (G) 6,099,350 16,032,200 
New England Mut. .... 90,013,367 685,376,873 Provident Mut. ............ 29,349,521 250,470,236 United Mutuel Not filed by Mar. 2 
(G) 16,564,756 34,163,789 (G) 53,601 163,591 -(G) 185,380,302 212,977,492 
New York Life 227,691,137 2,065,301,566 Prudential ............0...000 735,856,153 5,488,698.642 TIS Life oocccccccceeeee 46,330,234 43,629,357 
52,623,702 293,631,831 (G) 288,110,220 2,039,223,003 V.ctory Mutual ........... 3,462,238 21,877,412 
No. American Re. ........ 26,232,900 114,285,500 (I) 84,035,583 1,318,835,333 (G) ao 58,000 
(G) 24,500 522,500 Security Mut., N.Y. .... 32,335,040 pe Be eee aan 19,500 
Northeastern © ................ 1,140,410 1,863,910 20,912,800 73,843,800 G) 831,000 5,552,500 
Northwestern Mut. .... 48,168,969 796,218,215 State Mutual * 33,281,432 269,359,305 Total Ord. GB .ccccevecees 3,640,821,000 23,654,355,000 
Old Rep. Cred ............ 780,795 31,217,899 50,597,297 147,693,033 Total Group, °55 ..2,730,700,000 15,207,416,000 
(G) 85,054,700 78,010,134 Teachers 6,719,465 36,637,336 Total Incus.., °55 .... 124,314,000 3,413,892,000 
WRUEIONG ccszecestiseccrcessscyeeiens 482,000 427,000 Travelers 101,651,680 1,127,561,621 All Classes, °55 ..6,555,835,000 47,275,363,000 
(G) 69,608,655 12,181,022 (G) 310,142,122 2,504,475,567 Total Ord., ’54 ... ..3,030,326,219 26,897,147,668 
Paul Revere ou... 4,186,932 24,266,764 Union Cas. & Life ........ 16,352,638 39,124,584 Total Group, ’54 ........ 2,167,832,884 13,313,778,909 
10,466,760 25,708,370 (G) 28,096,156 118,170,252 Total, Indust., ’54 .... 268,555,275 3,598,548,720 
Penn Mutual ....... 63,574,545 468,264,690 Union Central ................ 30,545,566 273,647,235 All Classes, ’54 ........ 5,466,714,378 43,809,475,297 
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The GOLDEN RULE COMPANY 


PACKAGED TRAINING PLANS. New! Amaz- 
ingly simple! Easy to use! A quick 
money-maker for new or old agents! 


MONEY-MAKING SALES PACKAGES. New! 
Colorful! Dynamic! Plus a new, easy-to- 
use Brain-Book and Brain-Kit. Your 
agents can’t miss! 


TOP COMMISSION on 15 leading contracts. 
Long term vested renewals. Cash bonus 
and extra renewals to your agents for 
recommending new agents. 


Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL 


THE COLUMBUS MUTUAL 
LIFE INSURANCE COMPANY sylvania, Texas, Virginia 


Columbus 16. Ohio D. C., and West 
Ben F. Hadley, Vice-Pres. & Sup’t of Agents ane Nest Virginia 


Agency Building 
Opportunities in: 
Arizona, California, Delaware alelaler) 
Illinois, Indiana, lowa. Kansas ren 





tucky, Maryland, M; n. Nev 


Jersey, North Carolina in. 


enn 


Washington 





Frederick E. Jones, Pres. 
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Expect Legislative 
Investigation of 
Mich. Blue Cross 


LANSING—Pending the probable 
passage of a resolution creating a com- 
mittee of legislators to investigate rate- 
making and other aspects of Blue 
Cross operations in Michigan, Gov. 
Williams during the past week named 
a citizens’ committee to conduct a 
similar study. 

Michigan Hospital Service, whose 
service contract includes in most cases 
a schedule of surgical benefits han- 
dled by the allied Michigan Medical 
Service, has been under a barrage of 
criticism recently due to successive 
rate increases. Union leaders have been 
protesting the higher rates and Com- 
missioner Navarre, although approv- 
ing a recent 15% rate boost, has ex- 
pressed belief that Blue Cross man- 
agement had not been “facing up to 
its problems.” 

Efforts to pass a bill making Blue 
Cross contract deductible by requir- 
ing that subscribers pay the first day’s 
hospital costs and 15% of costs after 
the first week, failed following a hear- 


ing, the measure being allowed to die 
in committee. 

Rep. Andrew Bolt, Grand Rapids, 
house insurance committee chairman, 
introduced the resolution calling for 
creation of a special house study com- 
mittee to investigate all aspects of Blue 
Cross service and report back recom- 
mendations for any indicated action at 
the 1957 session. Two similar resolu- 
tions already had been offered but it 
appeared most likely that the latest 
one would be adopted. 

The governor’s committee is headed 
by George E. Bowles, Detroit attorney 
and chairman of the state labor media- 
tion board. The governor indicated 
this group would be instructed to co- 
operate fully with any legislative 
study commission. He noted that more 
than half of Michigan’s residents are 
members of some hospitalization serv- 
ice, including some 3,600,000 in Blue 
Cross. Rising costs, he said, may force 
many families to abandon the cover- 
age. 





Richard N. Millikan has been ap- 
pointed assistant to Herbert A. Hedges, 
Kansas City general agent for Equit- 
able of Iowa. Mr. Millikan had pre- 
vious experience in Phoenix, Ariz. 





SIX TY-NINTH 


ANNUAL 





Assets 
Bonds (Amortized Volve)....-...- $49,998,339.17 
US. Government .$ 7,542,973.00 
State & Municipal.. 4,168,407.34 
US. Railroads $,421,553.77 
Public Utilities .... 12,566,733.56 
Conadion . 1,664,659.62 
Industrial 18,634,011.88 
Stocks 


(Preferred $2,388,417.33 
Common 2,532,350.40)... 4,920,767.73 
Mortgages 

(form . .$1,132,764.42 

Gty .. 10,189,829.45 

FHA. — 9,285,031.15 


Gi. 6,912,813.12) .... 27,520,438.14 


Real Estate 

(Home Office $ 206,588.83 

Investment 1,989,449.64) 2,196,038.47 
Loans on Policies........... 4,907,215.52 
ee Sorry 1,826,312.63 
Accrued Interest & Rent...... 916,925.61 


Deferred & Uncollected Premiums. 1,505,271.68 


Misc. Assets (Less Not Admitted). 1,462,889.55 


ccecccccceeccce $95,254,198.50 


RECORD 


Insurance in Force 
Dec. 31, 1955 


$436,291,468.00 


Bankers Life 


Issued, Revived 
& Increased 
$67,783,890.00 





a y e 
525° Of Nebraska 
HOM 








BANKERS LIFE Insurance Company of NEBRASKA 


of Policyholders ........... 7,240,185.11 
WOE oii.cddwhewskn cen $95,254,198.50 
for 1955 
Increase in Insurance Increase in Assets 
in Force $7,504,546.99 
$35,495,140.00 


REPORT 


DECEMBER 31, 1955 


Liabilities 
ease $82,637,716.23 


$72,602,997.55 
4,747,815.00 


Prepaid Premiums 1,941,964.00 
Dividends Left ot Interest 3,344,939.68 
Premiums Paid in Advance and 


Policyholders Reserves 


Policy Reserves ... 
Supplementary Contracts. 


Accounts Accrued ......... 95,432.92 
Dividends to Policyholders Pay- 

able in Following Year .... 815,819.67 
Reserve For Taxes Payable in 

Year Following ............ 404,365.54 


Reserve for Retirement Plans.... 1,461,648.83 


Claims Reported, 

No Proofs inc.. .$63, 271.00 

Reserve for Not Reported... .. 138,016.78 
Reserve for Miscellaneous 

Small Accounts ...........-- 262,007.42 
Security Valuation Reserve. ..... 2,199,006.00 


Additional Funds for Protection 





A OFFICH 





Informing Employes 
on Electronic System 
Pays Dividends: Bagby 


Pacific Mutual Life believes it has 
reaped dividends from its thorough 
program of keeping employes informed 
while an electronic data processing 
system was being studied and then 
installed in the home office, Comptrol- 
ler Wesley S. Bagby told the annual 
electronics conference of American 
Management Assn. in New York City. 

Two years before a large Univac 
was installed, the company decided to 
make a full scale feasibility survey 
and, at the same time, established a 
comprehensive program to orient em- 
ployes on electronic data processing, 
Mr. Bagby said. All employes were 
told why the study was being made, 
what it might lead to, and how they 
would be affected. 

It was emphasized that any jobs 
eliminated would be the repetitive, 
monotonous, primarily clerical tasks. 
Employes were promised that if the 
study justified acquiring a machine, 
all would have a chance to qualify 
for the upgraded jobs created by it. 
And assurances were given that if a 
job were eliminated, the employe 
would be retained and relocated in 
suitable work at no reduction in salary. 

The staff was kept informed of the 
progress of the feasibility study and, 
when the decision was reached, was 
told of the reasons for installing a sys- 
tem. Every major step in long range 
plans for converting ordinary record- 
keeping activities from manual and 
punch card to tape processing methods 
was explained. 

Educational material on electronics 
was a regular feature in the house 
organ. A 10-hour series of lectures was 
given, and more than half the em- 
ployes attended, mostly on their own 
time. The employe education program 
has been helpful to morale. “The co- 
operation we have been and are re- 
ceiving from our staff in all phases of 
our program has been a major factor 
in keeping our progress in line with 
our original long range time schedule,” 
Mr. Bagby said. 

When the equipment was delivered 
a few months ago, all employes were 
invited to be “sidewalk superintend- 
ents” at the unloading operations. 
They watched the installing, assem- 
bling and testing operations. After the 
system was operable, they were taken 
on conducted tours of the entire elec- 
tronic records operation. Their families 
and friends were invited to open 
houses featuring the installations. 

Although the company expects to 
bring about a reduction of 150 job sta- 
tions, it must expand the work force 
before it can do so. This is because the 
work being mechanized must be fully 
proved on the new basis before the 
company can discontinue the people 
performing the same work under the 
old methods. It will take a period of 
duplicated effort while parallel opera- 
tions on the old and new methods are 
being checked to be sure the new 
method is satisfactory. 

In employing people in programming 
and coding for the electronic machine, 
the company selected two-thirds of the 
people from within its organization and 
the rest, mostly coders, were hired for 
the specific job. It has found it easier 
to teach programming to a person who 
knows life insurance operations than 
it is to teach life insurance to an ex- 
perienced programmer. 

The salary administration policy for 
electronics personnel has been de- 


signed to attract the superior individu- 
al, pay him well, and advance his job 
status as rapidly as he demonstrates 
ability to qualify for more responsible 
work. Clerical workers who were 
transferred within the company are 
now receiving 22% more salary, if they 
had not been transferred they would 
be receiving about 8% more in the 
nine months they have been on the job. 
Any firm considering using electron- 
ics would be wise to plan to train the 
bulk of its own staff, Mr. Bagby ad- 
vised. And it would be wise to set its 
salary ranges realistically and review 
its salary structure frequently. 
When the company gets completely 
“on the air” with electronic handling 
of ordinary insurance operations late 
in the year, there will be 150 to 175 
job stations eliminated, Mr. Bagby 
said. The largest number of these are 
relatively unskilled junior personne] 
in clerical jobs of a repetitive nature; 
the second class is mostly personnel 
with more experience who are in rela- 
tively routine jobs; and the third is 
more highly skilled people engaged in 
supervisory and senior staff work with 
duties in the judgment area. The com- 
pany does not believe the large group 
of juniors will create much of a prob- 
lem, since the turnover is always 
heaviest in this group. And, it believes 
it will be relatively simple to relocate 
the skilled senior people, since they 
are flexible, experienced and rather 
easily adaptable to new situations. 
The troublesome personnel reloca- 
tions will be in the middle group, since 
the people are somewhat inflexible 
and there are fewer job openings in 
comparable job levels for persons with 
their qualifications. 
When the parallel work under old 


methods is dropped, the company plans © 


to concentrate on transferring the 
largest number of affected people into 
new work and discontinue hiring new 
people for jobs of the type they can fill. 
The use of the electronic machine 
means temporary personnel disloca- 


tions, but it does not mean mass un- — 


employment, he stated. 





White & Winston Lead in Group 


White & Winston, New York City, 
led United States Life agencies in 
group production in 1955 witha vol- 
ume of $18,192,67. This is-the second 
consecutive year the agency, which is 
in its fourth year, led in group. The 
agency wrote 95 cases which developed 
a premium of $609,640, including group 
A&S. It also ranked fifth in life sales. 





S. C. Charters Home Protective 
South Carolina has granted a charter 
to Home Protective Life Insurance Co. 
of Greenwood. Capitalized at $100,000, 
the company will issue life and A&s. 


Medical Reimbursement 2 


SURE! It’s in a 


| : 


= NEW BABY GROUP! = 


a For complete details write your Gen. Agent or: 
| The UNITED STATES LIFE INSURANCE CO. B 


IN THE CITY OF NEW YORK | 
a 84 William Street, N. Y. 38, N. Y. 
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Full Day on Business 
Insurance Slated for 


_MDRT Cruise Meeting 


Busness life insurance will get the 
spotlight at the first full day’s sessions 
of the Million Dol- 
lar Round Table 
cruise convention 
to Bermuda May 
16-21 aboard the 
Kungsholm, ac- 
cording to Howard 
D. Goldman, pro- 
gram chairman. 

Mr.Goldman, 
who is vice-chair- 
man of the MDRT 
executive commit- 
tee and general 
agent of North- 
western Mutual Life at Richmond, 
said three outstanding authorities will 
talk at the morning session Thursday, 
May 17, and after lunch will conduct 
“workshops” to answer questions. 

Michael D. Bachrach, C.P.A., of the 
accounting firm of Bachrach-Sander- 
beck Co., Pittsburgh, will discuss the 
kind of information that is needed 
from an accounting standpoint in set- 
ting up various types of business in- 
surance cases, and the integration of 
business interests with personal estate 
planning. He will cover particularly 
analyses of balance sheets dealing 
with actual case histories, and will 
show how the value of a business is 
appraised for business life insurance 
needs. 





Howard D. Goldman 


Charles B. McCaffrey, director of 
advanced underwriter training for 
Northwestern Mutual Life, will talk 
mainly on ideas for deferred compen- 
sation plans in various types of situa- 
tions. He will cover the kinds of com- 
pensation that can be deferred and 
demonstrate how available procedures 
are handled. Mr. McCaffrey is an at- 
torney and in much demand as a 
speaker. 

Denis B. Maduro, New York attorney 
and outstanding authority on taxation, 
estate planning, and business plan- 
ning, will talk on legal procedures and 
solutions used in various business in- 
surance situations. He has long been a 
favorite speaker at MDRT meetings 
and acts as counsel to the Round Table. 


At the workshop sessions that after- 
noon, the members will be divided into 
three groups. The morning speakers 
will rotate among the three rooms to 
lead discussions. By keeping the work- 
shop groups to a smaller size it will be 
possible to get more questions an- 
Swered and permit fuller discussion. 
This method of speaker rotation is 
unique in Round Table program plan- 
ning and Mr. Goldman feels the work- 
shop innovation will be welcomed by 
the members. 

That evening there will be the first 
of two sessions of “cabin-hopping.” 
Six of the 10 cabins will be on various 
aspects of business insurance, the 
others being on miscellaneous subjects. 
The second cabin-hopping session will 
be the evening of May 19, on the re- 
turn trip from Bermuda to New York. 
It will cover estate planning, program- 
ming, and employe benefit plans. 

Names of the cabin hosts and the 
Specific subjects they will handle will 
be announced later, Mr. Goldman said. 

On May 16, the sailing date, there 
will be a reception for the new mem- 
bers late in the afternoon. This was 


inaugurated two years ago and has 
proved a welcome innovation. Imme- 
diately following will be the cocktail 
party in honor of the past chairmen, 
who will be in the receiving line to 
greet all the members. 

The speaking program that normally 
takes place at the traditional MDRT 
breakfast will be in the main lounge 
after breakfast. This change was made 
because the gathering will be beyond 
the capacity of the dining room to 
handle at one sitting. 

Chairman Arthur F. Priebe, Penn 
Mutual, Rockford, IIl., will officially 
welcome the members and guests at 
this post-breakfast session Thursday. 
Traditionally, speakers at this event 
include the president of the chairman’s 
company and the president of the Na- 
tional Assn. of Life Underwriters. 


1,000 Attend Ill. Rally: 
Country Life Reaches 
$700 Million in Force 


More than 1,000 persons attended the 
annual Illinois Agricultural Assn. in- 
surance meeting in Chicago. The theme 
of the convention, “It Comes from 
Within,” was carried out by the speak- 
ers and in panel discussions during the 
three day session. 

Otto Steffey, president of IAA, 
speaking at the “Round-up” banquet, 
reviewed the history of the Country 
companies. 

The final day of the round-up 
marked the end of a campaign which 
resulted in Country Life reaching the 
$700 million insurance in force mark. 

Country Life reported an outstand- 
ing year with insurance in force show- 
ing an increase of $48,593,337 bringing 
its total to $679,032,945 as of Dec. 31. 
Assets of the company at year end 
totaled $118,394,477, an increase of 
$13,346,207. Surplus was up $1,639,022 
to $10,324,036. The company now has 
262,249 policies in force, the majority 
of them on rural Illinois families. 


Changes Made in ALC 


Committees, Davis Vt. V-P 


Deane C. Davis, president of National 
Life, has been named state vice-presi- 
dent for Vermont by American Life 
Convention. 

Several changes have been made in 
ALC committees and in the Joint ALC- 
Life Insurance Assn. committers since 
they were published early in January. 

Cecil Woods, president of Volunteer 
State Life, takes the place of S. J. Hay, 
president of Great National Life, on 
the joint federal income taxation com- 
mittee. Mr. Hay, who has served on 
the committee for several years, with- 
drew because of other commitments. 

On the joint committee on individual 
A&H insurance, E. L. Bartleson, asso- 
ciate actuary, Prudential, has moved 
up to chairman in the place of John 
H. Miller, vice-president and actuary 
of Monarch Life. However, Mr. Miller 
will remain as a member of the com- 
mittee. 

Howard W. Kacy, president of Aca- 
cia Mutual Life, has declined to con- 
tinue as a member of the ALC uni- 
form laws committee and Edward J. 
Schmuck, general counsel of the Aca- 
cia, has taken his place. 

Dan C. Williams, president of South- 
land Life, will take the place of James 
R. Wood, president of Southwestern 
Life, on the ALC convention meetings 
committee. 








Ex N. C. Deputy to Seek Election 


Charles Hostetler, deputy insurance 
commissioner of North Carolina from 
1952 to 1955, has announced his can- 
didacy for the Hoke county seat in 
North Carolina general assembly. He 
is currently practicing law in Hoke 
county. Rep. Green, Hoke county in- 
cumbent, will not seek re-election. 


Sees Monthly Premium 
as Future Payment 
Mode for Insurance 


If life insurance is to continue to be 
a major long term savings medium, it 
must be conducted in such a way that 
it accepts savings as soon as they arise, 
W. M. Anderson, president of North 
American Life of Canada, observed in 
his annual report. 

Premium payments must fit closely 
with the intervals at which income 
arises, according to Mr. Anderson. He 


added that for the great majority of 
families this means an interval of not 
more than one month. Within 10 years, 
he said, he expects the problem will be 
solved, with the great proportion of 
ordinary policies in force being on a 
basis of monthly premiums with low 
collection expense and low termination 
rates. > 

He expressed the belief the solution 
will be arrived at through much more 
extensive use of payroll deduction and 
banking facilities. He opined that the 
monthly basis may become the normal 
method of payment. 








why the smile 





on the man from Midland Mutual? 








‘he’s confident, that’s why! 


Backed by a strong agency company which celebrates 50 
years of steady growth in 1956, The Midland Mutual Life 
general agent knows the Home Office Staff is composed of 
men with solid experience in building successful agencies. 
He knows he can call on them for advice and help in all 


phases of his operation. 


Midland Mutual Life has grown in stature and prestige 
under the guidance of men like Dr. W. O. Thompson, promi- 
nent educator who was President for the company’s first 19 
years. Though times and coverages have changed, the origi- 
nal aim of making Midland the ideal policyowners’ company 
has been maintained by a succession of men at the top with 
sound experience and ideas. These same men have built the 
attractive agency program which makes representing 
Midland Mutual Life both profitable and practical. 

See for yourself why working as a general agent with 
Midland Mutual Life is ideal for you. Write Charles E. 
Sherer, Director of Agencies, for full details. 
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”. MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 


256 East Broad Street, Columbus 16, Ohio 


Midland Mutual Agency Building Opportunities 
include openings in these areas: 


CALIFORNIA « ILLINOIS «© INDIANA « IOWA * KENTUCKY ¢ MICHIGAN 
NORTH CAROLINA © OHIO ¢ PENNSYLVANIA ¢ VIRGINIA 
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Sales Ideas That Work 


PENNSYLVANIA AGENT SPEAKS FRANKLY 








Bury Suggests a Little Sincere Social Climbing 
as Highway to Better Prospects, Bigger Sales 


A successful life agent from Allen- 
town suggested to agents at the annual 
Philadelphia Life Underwriters Assn. 
sales congress that they may be “Wat- 
ering at the wrong trough” prospect- 
wise, and then went on to outline 
several approaches to attaining a new 
and higher prospect level. 

The speaker, Hubert H. Bury of New 
York Life, commended that group of 
agents who consistently writes the 
man who can pay an annual premium 
of $150 but could see no reason why 
these same agents can’t move into that 
class of prospects that can pay $1,000 
a year. Mr. Bury’s suggestions for up- 
grading prospects were based on the 
thesis, ‘Where You Are, There Is Your 
Prospect Also.” 

If this new ideal prospect of yours 
hasn’t been where you were, Mr. Bury 


said, “you had better start moving in 
his direction. He isn’t going to come 
to you. Now how will you begin? Why, 
you might just light out and call on 
him—cold, if necessary. This is the 
short range approach and in a year’s 
time, you may make a few $1,000 
premium sales. The really important 
thing, while you are doing this, is to 
get your long range approach started. 
You will only really begin to sell the 
$1,000 premium when the _ prospect 
feels that you ‘belong’ and that is a 
slow process. How can you achieve this 
transition? Most quickly by getting in- 
to his presence often and as his social 
equal. 

“When your good wife decides that 
you are going to eat out tonight, do 
you go to the corner restaurant because 
it is convenient and inexpensive? Why 








America’s Informal Business Capitol 


The Greenbrier’s new West Wing offers groups up to 
1000 the finest and most modern meeting facilities 


to be found. 


The auditorium, 
smaller meeting rooms provide complete privacy and 
air-conditioned comfort for all types of functions. 
The latest P.A. systems, stage and movie equipment 





the theatre, and various-sized 


(including a CinemaScope screen in the theatre) are 
available. Attentive service is, of course, axiomatic 
at America’s leading resort hotel—The Greenbrier. 







For complete informetion, address: 


DIRECTOR OF SALES 





WHITE SULPHUR SPRINGS, 
WEST VIRGINIA 


New York, 17 E. 45th Street, MU 2-4300 


Boston, 73 Tremont Street, LA 3-4497 


Or inquire of Greenbrier offices in: 


Chicago, 77 West Washington Street, RA 6-0625 
Washington, D. C., Investment Bldg., RE 7-2642 


Toronto, 80 Richmond Street, West, EM 3-2693 


+ ygpne genera es amen — 


not find out where your desired pro- 
fessional and business prospects dine 
and go there? It will pay you to be 
seen there. 

“Where do you play your golf? Even 
a fair producer, as a matter of good 
business, can afford to belong to the 
best country club, and there isn’t a bet- 
ter place in the world to meet your $1,- 
000 premium men. The second best 
club or public course is less expensive, 
but over the years it will cost you 
p_enty in lost progress. 

“‘Have you been ducking out on char- 
ity work because it takes time from 
your production? Have you accepted 
every community job offered to you— 
to the detriment of your production? 
Be selective! Find out if there is some 
charity in your territory with which 
all the big names are associated. If 
there is, associate yourself with it and 
do a good job, and they will think well 
of you, and you will be headed in the 
right direction. 


“Is your church activity limited to 
attending the one formal service each 
week? Take a look at the church bulle- 
tin and notice all of the other less 
formal activities. Your congregation 
will have a generous sprinkling of solid 
professional and business men who 
know the spiritual value of this kind 
of association, and you will find them 
there. Active, reverent, participation 
in church work with your desired pros- 
pects will break down any social or 
economic barrier that either of you 
thought existed. And if your attitude 
has been sincere, he will many times 
approach you for his life insurance 
needs. This is one prospect with whom 
you never need to be overly aggressive. 

“How far can you carry this kind of 
thinking? Just as far as you like. If 
you have been buying your toothpaste 
at the big chain drug store, you probab- 
ly save two cents per tube—in a year’s 
time perhaps 48 cents. Why not weigh 
that 48-cent saving against the possi- 
bility of making an approachable pros- 
pect out of the sole proprietor of your 
neighborhood drug store. Your friend- 
ly, chatty purchases from him will do 
you a lot more good than the hundreds 
of cold, impersonal purchases you 
make from the average chain store 
clerk. 

“The other necessary step, if you are 
to attain our professional goal has to do 
with prestige building, and on this 
point, we can pull out all the stops 
on the organ. 

“Because you are constantly exposed 
to prospects, both your knowledge and 
your attitude are forever being judged. 
And, because they do influence your 
prospect, they are an integral part of 
your prospecting and they require 
your positive thought. I believe that 
10 or 15 years from now an agent 
without his CLU designation will be 
laboring under a severe handicap. I 
suggest that if you have not done so 
you work with the LUTC and CLU 
courses.” However, Mr. Bury warned 
against becoming “education happy” 
and “consciously” professional. “Don’t 
ever forget,” he said, “that during the 
entire education process you are, first 
of all, a salesman. Never cease to be 
proud of that fact.” 

Mr. Bury extolled the value of de- 
veloping good personality traits, even 
to “working hard at being humble.” 

“There are some basic rules for deal- 
ing with people. Perhaps, if you will 
lay yourself wide open and be brutally 
honest in your self-inspection, you will 
discover that you have as many bad 
habits as I have discovered that I 
have.” 

“I am opinionated, and having an 
opinion, I like to express it. But every- 


one else has an opinion too, and has 
the same desire to express it. So, if my 
success depends on satisfying my pros- 
pect’s desires, I had better learn to 
listen and let him do the talking. He 
will tell me all the things about himself 
that I need to know and that I could 
not learn if I did the talking. When he 
is talked out, I can offer my proposal 
and what is more, he will think I am a 
grand fellow and a brilliant conversa- 
tionalist because I was willing to listen 
to him. 


“IT am critical. It is easy for me to 
see faults in other people and easier 
still to criticize. Yet I know criticism 
is fruitless. It turns people from me. 
I must train myself to recognize op- 
portunities to praise, and I mean sin- 
cere praise and not idle flattery. 

“T enjoy argument. But in this busi- 
ness you can’t win an argument. Even 
if I am sure that I logically won an 
argument, I have lost a prospect, and 
the point in the question probably 
wasn’t important anyway. 

“My life is built around the things I 
want. But every other person’s life is 
built around the things he wants. I 
must learn to suppress my wants in 
deference to other people’s desires and 
interests. 

“Learn to smile. Say what you will 
about him after you get into your car, 
but if you smiled when you left him, 
you will be able to come back again 
some day, and he is still your prospect. 

“Teach yourself to remember names. 
This is one of the most appreciated 
and least obvious forms of flattery. 

“Be genuinely interested in other 
people, and they will be interested in 
you. Present your idea so your pros- 
pect thinks it is his own. He doesn’t 
care one bit about your idea, but he 
will react to his own. 

“If you have made a mistake, admit 
it quickly. We will make mistakes, and 
in our work if we don’t correct them 
quickly, they will come back to haunt 
us 15 or 20 years from now.” 

“Truly,” Mr. Hubert concluded, 
“where you are, there is your prospect 
also, and in your chosen field, you 
have within you the power to go where- 
ever you want to be.” 
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% A lucrative DIRECT 
CONTRACT that nets you 
more money. 

% Home Office DIRECT 
CONTACT help, super- 
vision, co-operation. 

%* Highly saleable line 
of LIFE, A&H, SURGICAL 
BENEFIT and HOSPITAL 
coverages. 















OPPORTUNITIES in Arkansas, Indiana, 
lowa, Kentucky, Maryland, Mississippi, 
Missouri, Ohio and West Virginia. 
Write to: 
EVANS M. 
JACOBSON 
Supt. of Agents 


| Mutual Savings Life 


5701 Waterman Bivd., St, Louis 12, Mo. 
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Half of Commonwealth’s New Ordinary 
Paid Monthly by Pre-Authorized Checks 


NEW YORK—More than half of 
Commonwealth Life’s currently issued 
ordinary business 
is being paid for 


through “pre-au- 
thorized” monthly 
checks drawn on 


the checking ac- 
count of the pre- 
mium payer, Rich- 
ard M. Sellers, 
vice-president and 
actuary, told the 
annual meeting of 
American Assn. of 
University Teach- 
ers of Insurance 
here. 

The company has been using this 
plan continuously since mid-1952 and 
it has proved very popular with the 
public. Persistency is only slightly less 
favorable than on annual premiums 
and considerably better than on quar- 
terly and semi-annual business. The 
monthly premium rate is 1/12 of the 
annual rate. 

The check authorization, normally 
given when the contract is issued, in- 
structs tre premium payer’s bank to 
honor checks drawn monthly on his 
account for the payment of premiums 
on the policy described in the author- 
ization. The company prepares these 
checks mechanically each month and 
deposits them on the premium due 
date in one of the Louisville banks. 
The checks are cleared through the 
usual banking channels and are pre- 
sented for payment at the bank in 
which the premium payer has his ac- 
count. The cancelled check is given to 
the payer, along with his other can- 
celled checks, at the end of each month 
when statements are furnished by the 
bank and it represents a receipt for the 
premium paid. 

Since the monthly premium is 1/12 
of the annual premium, the result is 
that Commonwealth offers the cus- 


R. M. Sellers 








Hedges to Speak March 
20 at NALUTC Luncheon 


Herbert A. Hedges, general agent of 
Equitable Life of Iowa at Kansas City 
and past president of National Assn. 
of Life Underwriters, will be the prin- 
cipal speaker at the traditional NAL- 
UTC luncheon on March 20 at the 
mid-year meeting of NALU at the 
> aaa hotel in Hartford on March 19- 

In his talk, “Lest We Forget”, Mr. 
Hedges will review the growth of Life 
Underwriter Training Council from 
its formation 12 years ago to its pres- 
ent status with 8,550 graduates and 
13,789 students currently enrolled. He 
was president of NALU in 1944 when 
the board was considering whether to 
appropriate funds to explore a voca- 
tional type of training program for its 
membership which ultimately became 
LUTC. As president, he was able to 
cast his ballot in favor of the project 
when a tie vote developed. 

Mr. Hedges is chairman for regional 
conferences of the fund raising cam- 
paign to build new headquarters in 
Washington for NALU and LUTC. 
President Stanlev C. Collins of NALU 
will preside at the luncheon. 





Washington Nat'l to Pay Extra 


Washington National has named Clif- 
ton S. Crawford general agent at Seat- 
tle. He started in the business there in 
1952 with Bankers Life of Nebraska. 


XUM 





tomer the benefit of the annual rate and 
at the same time the convenience of the 
monthly payment plan. Any unpaid 
installments of the annual premium 
at the time of death become due and 
are deducted from the policy proceeds 
in order to collect the premium for the 
full year as in the case of annual de- 
posits. A minimum monthly premium 
of $10 is required. The bank is indem- 
nified against any loss arising through 
negligence or error on Commonwealth’s 
part. 





Los Angeles Agents Eye ‘58 


National A&H Convention 


Los Angeles A&H Underwriters 
Assn. at a meeting addressed by How- 
ard Nevonen, Washington National 
general agent there, took the initial 
step toward bringing the 1958 nation- 
al convention of A&H agents to Los 
Angeles. 

Kenneth Stoakes, general agent of 
Loyal Protective Life, was named to 
head a committee to determine what 
would be required to obtain the 1958 
convention, and make recommenda- 


tions. In addition, March 26 was se- 
lected to begin membership week dur- 
ing which a concerted drive will be 
made to increase membership. 

Mr. Nevonen described what the In- 
ternational association is doing to as- 
sist the agent, showing samples of aids 
that have been published. 


Old Line Life Stages 


Parley for General Agents 


General agents of Old Line Life of 
Milwaukee attended a two-day sales 
conference at Milwaukee, with Forrest 
D. Guynn, vice-president and director 
of agencies, serving as chairman. 

Speakers included Merl F. Ryan, 
president; F. S. Talbot, agency super- 
intendent; J. H. Henderson, education- 
al supervisor; Edward Beresford, as- 
sistant secretary, and Jerry Clifford 
of Milwaukee, a leading agent. 

Several new policies being issued by 
the company were explained, and new 
sales plans for the coming year out- 
lined. 








Northeastern Life has elected to its 
board S. Samuel Wolfson, general 
agent of Berkshire Life in New York 
City, and Henry W. Otis, vice-presi- 
dent in charge of the pension depart- 
ment of Marsh & McLennan. 


Cleveland Leads Cities 
in Rate of Increase of 
Ordinary Sales in Jan. 


Cleveland led large cities in rate of 
increase in ordinary life sales in Jan- 
uary with a gain of 27%, according to 
LIAMA. Figures for other leading 
cities are: Boston and St. Louis, 11% 
each; Detroit, 10%; Philadelphia, 6%; 
Chicago, 5%; New York City, 4%; 
and Los Angeles, -1%. 





Oregon Mortgage Cover 


for Veterans Now in Effect 


PORTLAND, ORE.—Mortgage can- 
cellation life insurance for borrowers 
under the Oregon veterans home and 
farm mortgage, program is effective 
March 1. The coverage is written by 
Standard of Portland for 28 cents a 
month per $1,000 on the unpaid bal- 
ance of the veteran’s mortgage. 

More than 7,400 World War II and 
Korean veterans have applied for the 
insurance, authorized by the 1955 legis- 
lature. Veterans whose loans are closed 
from now on will be covered auto- 
matically unless they write the di- 
rector of veterans affairs and refuse 
the insurance. 
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Every businessman faces three primary financial problems: 
1. An adequate estate in case of death. 
2. An adequate income for retirement. 


3. An adequate income if serious disability strikes 
during his working years. 


You can help him to solve the first two problems with life 
insurance and pension plans. But these alone are not 
enough. If he suffers a long term disability, the personal 
insurance plan that will save both him and his family from 
financial difficulties is an adequate program of income 
protection insurance. You can offer this income protec- 
tion, on a Guaranteed Renewable basis throughout his’ 
normal working years, with Provident’s line of Non- 
Cancellable coverages. For executives the protection is 
available on a group basis. 


Brokerage Business Invited 


CCIDENT INSURANCE COMPANY 
Chattanooga -Since 1857 


jee LIFE ACCIDENT SICKNESS HOSPITAL SURGICAL MEDICAL 
Want, 














10 


HizeNATIONAL UNDERWRITER 


March 9, 1956 








Reuther Tells VAW 
Stand on Blue Cross 


President Walter P. Reuther of 
United Automobile Workers has is- 
sued a statement in connection with 
the Blue Cross problem in Michigan 
in which he concludes with the re- 
mark: 

“Several hundred influential insur- 
ance companies are standing by to dis- 
member Blue Cross, hoping to pick 
up the pieces. If Blue Cross should 
fail, labor will not be satisfied with 
the inferior offerings of commercial 
insurance. As the director of the Cin- 
cinnati Blue Cross plan wrote in a 
recent article in the Journal of Ameri- 
can Hospital Assn.: ‘If voluntary pre- 
payment does not provide adequate 
and continuous protection it will be 
discarded in favor of an involuntary, 
tax-supported program.’ ” 

Michigan Blue Cross plan has been 
in hot water since it asked for a 23% 
rate increase recently. Commissioner 
Navarre agreed to a 15% hike. with 
labor protesting that even the 15% was 


excessive. The labor leaders blamed 
extravagance for the increase in Blue 
Cross expenses, and the legislature has 
taken a hand by considering a bill to 
require Blue Cross to introduce coin- 
surance and a deductible feature in all 
contracts. Labor leaders are saying 
Mr. Navarre has gone beyond his re- 
sponsibilities in advocating the coin- 
surance-deductible, and Mr. Reuther’s 
statement is designed to clarify the po- 
sition of UAW. He said: 

“Proposals which would make it 
mandatory for Blue Cross to adopt co- 
insurance and deductible provisions in 
all contracts would mean a severe re- 
duction in hospital benefits under 
many collective bargaining contracts 
negotiated by the UAW. When the un- 
ion negotiated with Ford, General Mo- 
tors, Chrysler and other employers last 
year, there existed a co-insurance de- 
ductible contract but it was not rec- 
ommended by either the companies or 
the union since it represented an un- 
necessary reduction in protection. If 
such a standard is now forced upon 
the Michigan plan, it would interfere 
with the hospitalization provisions in 





LIFE AND CASUALTY is going places 

















19 5 5 $1,257,000,000 





19 4 4 $471,000,000 





193 4 $172,000,000 


Life and Casualty is now known as 
America's fastest growing Billion Dollar 


Life Insurance Company. Our goal 


for 1960 is to reach over Two Billion 
Dollars of life insurance in force. 
L & C field men will share in this in- 


creased income. It pays to be with 
company that is “going places”. 
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UAW contracts with these major em- 
ployers. 

“Mandatory co-insurance and de- 
ductible provisions would tie the hands 
of Blue Cross in competition with 
other carriers. Blue Cross would be re- 
quired to ‘water down’ its contract 
while other carriers would be free to 
offer whatever they wish. 

“It has thus far been public policy 
throughout the United States not to 
have government interfere with the 
voluntary health insurance plans be- 
yond enabling legislation and rate reg- 
ulation. If public agencies want to 
interest themselves in prepayment, 
they should be on the side of improv- 
ing, not harming, the prepayment 
plans. Wherever the public wants 
comprehensive hospital services and 
is willing to pay for them, Blue Cross 
and other carriers should be permitted 
to provide what the public wants. 

“It has been made to appear that 
labor wants something for nothing out 
of Blue Cross. This is not true. Our 
members are willing to pay reasonable 
rates for benefits received. In order 
to accomplish this, however, it is nec- 
essary to eliminate wasteful practices 
that now exist and are reported to cost 
about one-fifth of the total Blue Cross 
bill. The way to eliminate waste is to 
attack the problem directly at the 
doctor and hospital level. 

“Co-insurance and deductible pro- 
visions will not accomplish this, they 
are not wanted, not needed and must 
certainly not be made mandatory. Less 
than one percent of Michigan Blue 
Cross subscribers have chosen the co- 
insurance deductible contract although 
it has been available since February, 
1955. There is no reason why it or a 
similar contract should be jammed 
down the throats of the 99% who have 
rejected co-insurance deductible de- 
spite lower cost and other advertised 
advantages. 

“Co-insurance and deductible are 
fundamentally wrong because health 
protection is not like automobile in- 
surance; a dented fender does not have 
to be repaired right away; a broken 
arm must. Whenever a person goes to 
the hospital there is usually a suffi- 
ciently serious problem at hand. Hos- 
pital costs even for one day are sub- 
stantial. If the plan does not provide 
benefits beginning at once, there is 
danger that the subscriber may delay 
going to the hospital. People cannot go 
to a hospital unnecessarily without 
having a doctor admit them. When 
people stay in the hospital too long, 
or receive the wrong kind of services, 
a doctor is usually responsible. De- 
ductible provisions would work hard- 
ship on families who will have diffi- 
culty in meeting the deductible charge; 
co-insurance will make it harder for 
the patient; but neither of these will 
eliminate the abuse. 

“One of the most effective ways to 
avoid unnecessary admissions is by 
adding out-patient hospital benefits 
to the Blue Cross contract. When a 
patient occupies a bed for a minor 
condition that could better be handled 
by the out-patient department, or in 
order to receive laboratory or x-ray 
tests, he adds unnecessarily to the cost 
of prepayment. Many hospital author- 
ities have recommended that to elim- 
inate unnecessary hospitalization, Blue 
Cross plans should furnish a contract 
providing necessary services on an 
out-patient basis. This is one of the 
constructive steps labor wants and is 
willing to pay for if the premiums re- 
flect the savings, and if the doctors 
and hospitals will exercise reasonable 
administrative controls.” 


Mutual Awards Myer 
Agency Leadership 
Trophy at Meeting 


Mutual of New York has awarded 
its international trophy plaque to the 
Richard E. Myer agency in New York 
City for leadership in representation 
in production honor groups. 

The agency, which placed 32 mem- 
bers in honor groups, received the 
award at the 5-day annual conference 
of leading agents and home office ex- 
ecutives at White Sulphur Springs, W. 
Va. The agency had one Top Club 
Round Table qualifier, 10 Top Club 
members and 21 National Field Club 
members. 

Regional leadership plaques were 
presented to the Blackman agency in 
Scranton, the Knutsen agency in Mil- 
waukee, the Lake agency in New Or- 
leans and the Hood agency in Portland, 
Ore. 

Jacques Barr, Chicago, was named 
president of the National Field Club. 
He is a member of Million Dollar 
Round Table, Top Club Round Table 
and ranked second in production last 
year. Jacob Shoul, Boston, perennial 
leading producer, was named honorary 
president. 

Regional vice-presidents are William 
A. McMahan, Brooklyn, for the east; 
Herbert L. Wickstrand, Seattle, for the 
west; S. Henry Foreman, Chicago, for 
the central; James J. Serra, Shreve- 
port, for the south; and Mrs. Norma 
King, Spokane, for the women’s di- 
vision. Honorary vice-presidents are 
Gordon Coryell, San Francisco; J. 
Dudley Miller, Chicago; and Mrs. 
Eunice C. Bush, New Orleans. 

Stanton G. Hale, vice-president for 
sales, presided at the conference. Par- 
ticipants included President Louis W. 
Dawson; Roger Hull, executive vice- 
president; Leigh Cruess, J. McCall 
Hughes, Richard J. Learson, Clifford 
B. Reeves and John P. Traynor, vice- 
presidents. A number of other home 
office executives and agents also 
spoke. 

Fifty-six Top Club Round Table and 
160 Top Club members attended. 
National Field Club members will 
meet with officials in April and May. 
Central and western region members 
will hold a joint conference April 26- 
27 at Colorado Springs, Colo. Eastern 
and southern region’ leaders will meet 
May 3-4 in Washington, D. C. 





Protective Life Seeks Slogan 

Protective Life is conducting a con- 
test to select a slogan for its golden 
anniversary this year to be used in 
company advertising and promotion. 
All full-time field representatives and 
their employes, home office employes 
and members of immediate families of 
each group are eligible to enter. Cash 
awards will be given for the three best 
slogans. 


BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


‘ UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 
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Manhattan Revises 
Small Group Writing 


Manhattan Life has revised its un- 
derwriting for small groups of 10 to 
25 employes to make it available, with- 
out evidence of insurability, on two 
pases. 

One is a schedule of insurance pro- 
viding a maximum of $20,000 on any 
one life, except the amount on any 
one life shall not exceed $1,000 times 
the number of employes to be insured, 
and not to exceed 10% of the total 
volume of insurance on the effective 
date. 

The other schedule provides a max- 
imum of $5,000 on any one life, except 
the amount on any one life must not 
exceed twice the average amount pro- 
vided under the plan. 

Group accidental death and dismem- 
berment with group life has a maxi- 
mum on any life of $10,000 and the 
amounts must conform to the schedule 
established for the group life. 





Milwaukee A&S 


Underwriters Hear Wohlers 


A. H. Wohlers, vice-president and 
A&H manager of the Youngberg-Carl- 
son agency of Chicago, was guest 
speaker at the March meeting of Mil- 
waukee A&H Underwriters. A recep- 
tion sponsored by Catholic Knights of 
Wisconsin preceded the meeting. 

J. H. Daggett, chairman of Old Line 
Life and one of the early members of 
the association, was presented with a 
life membership. 

Tom Callahan, president of the Wis- 
consin association, announced that the 
state convention and sales congress 
will be held in Milwaukee, Sept. 20-21. 





Tells How Advertising 
Can Help Field Men 


Advertising, direct mail and media 
in the life insurance business take the 
place of the extra calls the company, 
agency, or agent hasn’t the manpower 
to make, George Saas of the Saas & 
Sograd advertising agency, and adver- 
tising consultant for American United 
Life, told members of Indianapolis 
General Agents & Managers Assn. 

Mr. Saas charged field men with 
negligence in their failure to use pre- 
call direct mail, which he termed one 
of the most effective sales aids avail- 
able. “Most of your companies make 
a wealth of mailing material available 











Celebrating its SIXTY-FIFTH 
year of professional insurance 
guidance and service to the 


people of New England. 























for you,” he declared. “Why do so 
many of you fail to take advantage 
of it?” 

Mr. Saas also stressed the need for 
direct mail contacts with policyhold- 
ers. “It takes an agent hours if not 
weeks to collect the first premium on 
a life insurance policy,” he pointed out. 
“Then everybody sits back and leaves 
it up to colorless billings from the 
home office to collect the next 20, 30, 


‘or 50 years’ premiums. 


“The fact that advertising will not 
sell life insurance is no excuse for 
failure to use it,” he continued. “Direct 
sales is only one of the functions of 
advertising. Making yourself known is 
another, and think how important that 
is. You’ll trust your life to a surgeon, 
for instance, simply because you’ve 
‘heard of him.’ Advertising is the best 
way to make the greatest number of 
potential! clients ‘hear of’ you.” 





Stress on Service Meets 
Prospects’ Wants: Stottrup 


People have a “deep-down yearning” 
for service today, and it may be that 
in training “we should be stressing 
service more even if it means stressing 
sales techniques a little less,” Sigurd 
Stottrup, general agent of Mutual Ben- 
efit H. & A., Decatur, Ill., told members 
of the Indianapolis Assn. of A. & H. 
Underwriters. 

“Prospecting itself begins with serv- 
ice,” the speaker declared. “Dramatize 
your service in delivery so that you 
make the new policyholder feel he has 
bought something very valuable. If you 
can do that, you’ll have him talking 
about it—and you—to his acquaint- 
ances. They’ll become your prospects.” 

People today know they need dis- 
ability coverages, the speaker averred. 
The job of the agent is to make them 
want it. Service and dramatization will 
do that job. 


Name MacWhinney GA 


John Hancock has appointed Ken- 
neth W. MacWhinney General agent 
in San Francisco 
to succeed Ray- 
mond Deston, who 
has been elected 
western  vice- 
president. 

Mr. MacWhin- 
ney, associate gen- 
eral agent in New- 
ark since 1954, 
joined the admin- 
istratative train- 
ing school in 1946 
and went to New- 
ark later that 
year. He was ad- 
vanced to super- 
visor in 1950. He was graduated from 
the Purdue institute in 1950 and the 
LIAMA school in 1952. 

Mr. MacWhinney is a charter mem- 
ber and past president of Northern 
New Jersey Life Supervisors Assn., 
past president of Newark Assn. of Life 
Underwriters and former executive 
vice-president of New Jersey Assn. of 
Life Underwriters. 


N.Y. Life Appoints 


Michael A. Penecale has been ap- 
pointed general manager of New York 
Life’s Mayfair branch at Philadelphia. 
He joined the company in 1945 in 
Philadelphia and became assistant 
manager there in 1953 and training su- 
pervisor of the middle Atlantic di- 
vision in 1954. He became general man- 
ager at Wilmington, Del., in 1955. 








K. W. MacWhinney 








Society Marks Journal's 10th Year 


American Society is planning a 40 
day observance of the 10th anniver- 
sary of the C.L.U. Journal during 
March and April. The journal started 
under the editorship of the late Walter 
A. Craig and for the past five years 
J. Harry Wood of University of Miami 
has been editor. A special subscription 
price will be offered during the obser- 
vance. 


LIAMA A&S Meeting in 
Chicago April 9-11 


The agency officer’s responsibility 
in A&S will be discussed at the A&S 
spring conference of LIAMA April 9- 
11 at the Edgewater Beach hotel, Chi- 
cago. 

A&S sales problems will be dis- 
cussed from the standpoints of the 
federal and state government, the 
trade association, the agency officer 
and the company, according to W. W. 
Hartshorn, superintendent of agencies 
of Metropolitan Life and chairman of 
the LIAMA A&S committee. 

Commissioner Pansing of Nebraska 
will talk on company practices and 
training methods as he sees them. He 
will also take part in a forum on the 
new rules governing advertising of 
A&S as adopted by National Assn. of 
Insurance Commissioners. Other par- 
ticipants in the forum will be persons 
who either served on the original com- 
mittee to develop the rules or who are 
now members of the interpretative 
guide subcommittee. 

Other topics on the first day will be 
the Washington scene and A&S, the 
new Health Insurance Assn. of Ameri- 





ca, by E. J. Faulkner, president of 
Woodmen Accident & Life, president 
elect of the new association. The 
second day will feature a discussion of 
A&S problems from the company and 
agency officer viewpoints. There will 
also be a session on sales training 
ideas, including packaging A&S and 
life for use in estate analysis. 

At the end of the conference, Charles 
J. Zimmerman, managing director of 
LIAMA, will summarize the meeting 
and discuss the association’s present 
and future activity in A&S. 





Name Chicago Manager 


State Mutual 
Life has appointed 
Raymond M. Don- 
ovan manager at 
its 1 North LaSalle 
street agency in 
Chicago. He en- 
tered insurance 
with Penn Mutual 
Life in 1947 at 
Boston and later 
became agency su- 
pervisor there. He 
went to Toledo in 
1952 as general 
agent. 
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New Simplified 
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Contract 





COMMERCIAL DISABILITY COVERAGE 


@ Accident and Sickness Indemnity 

@ Family Accident Medical Expense 

@ Family Accidental Death Benefit 

@ Longer Periods of Sickness Indemnity 
@ Higher Sickness Age Limits 


We’re proud to announce the new MI policy. It is a 
modern, flexible contract that permits planning to suit 
the needs of your clients; yet it is simple, easy to 
understand and easy to sell. 

For the complete story, call the Connecticut 
General office nearest you, or write Connecticut 
General Life Insurance Company, Hartford. 


Connecticut 
General 
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No Let-up in Competitive Pace 


The sharply competitive struggle 
that first became observable a few 
years ago seems to be increasing in 
intensity rather than slackening off. 
One agent referred to it the other day 
rather dramatically as “the battle of 
the giants.”’ Evidences of it are to be 
found everywhere. This intensity of 
competition is no longer a cause for 
surprise, but when it happened it was 
quite unpredicted. If, four or five 
years ago, anyone had prophesied such 
a thing he wouid have been regarded 
as an unsound sensation-monger. 

For more than a decade, the com- 
petitive aspect of life insurance was 
not especially important. With the 
passing of time it was becoming less 
and less of a factor in life insurance 
sales. The high-net-cost company’s 
agent was getting so he no longer 
winced at the name of a low-net-cost 
competitor. The prevalent attitude 
tended to be, “You get about what you 
pay for,” and “Costs of all good com- 
panies work out about the same in 
the long run.” Even the agents of not- 
ably low-net-cost companies were in- 
structed not to lean too heavily on cost 
appeal. The trend seemed to be away 
from costs comparisons, dividend pro- 
jections, and illustrations. 

The policy provisions and what life 
insurance would do for the prospect, 
his family, and his whole financial 
situation were described and made the 
principal features of the sales talk. 
Cost was kept out of the interview as 
long as possible. 

Then just a few years ago some of 
the large eastern companies, realizing 
that they were not getting as large a 
share of the business as might be log- 
ically expected from their size, age, 
and prestige, decided to act They 
modernized their contracts and 
stressed price very much more than 
they had been doing. What developed 
was startling to the industry as a 
whole because the largest and most 
important companies began to turn out 
special contracts, using large and ar- 
resting advertisements in magazines 
of national circulation. They armed 
their agents with attractive contrac‘ 
provisions, the appeal of which was 
obvious. 

When one of the larger companies 
saw what another of comparable size 
and equipment was _ accomplishing 
with such methods it in turn would de- 
cide to do likewise until the list of 
big companies merchandising life in- 
surance aggressively and with more to 
offer than ever before became larger 


than most people in the business may 
have realized. 

Though the following list is not a 
complete one, it serves to indicate the 
magnitude of these companies: Pru- 
dential, Equitable Society, John Han- 
cock, Travelers, New York Life, Aetna, 
Connecticut General, Occidental of 
California, Mutual of New York, Mass- 
achusetts Mutual, New England Mu- 
tual, and Continental Assurance. What 
companies of this degree of importance 
do is felt throughout the industry. 

Many of these companies have de- 
creased premiums, increased dividends, 
liberalized policy provisions, brought 
out new low-cost special policies, in- 
troduced lower rate structures for 
larger policies, advertised in magazines 
of large circulation in a big way, re- 
moved some of the underwriting re- 
strictions on group life and pension 
cases, and adopted a more liberal at- 
titude toward underwriting all their 
business. 

What has surprised many life in- 
surance observers is that such a strong 
competitive drive for business should 
have been launched at a time when 
life insurance was not hard to sell. It 
is argued that if such companies had 
been encountering difficulty in obtain- 
ing business, if their sales had been 
slipping, if their agents were dis- 
couraged and their morale low, then 
such a campaign as is now being 
waged would have been understand- 
able or perhaps the only indicated 
move to be made. But all of this began 
to happen in the midst of great life 
insurance sales prosperity and that is 
why it is so hard for many to under- 
stand how it ever got started. 

The competition for all kinds of 
group business, particularly, is some- 
times described these days as “fierce.” 
Companies are often quite willing to 
eliminate restrictive provisions, to re- 
duce the size of the group that will be 
written, to increase the amounts that 
will be taken on individual lives, and 
frequently a company will duplicate 
whatever competitive offer has been 
made, even though it is beyond what it 
has ever done before. 

It is not uncommon to hear an agent 
say he is not paying too much atten- 
tion to the rules sent out from the 
home office regarding group because 
he finds that if the competition be- 
comes hot the rules will be modified. 

The situation has reached the point 
where the medium-sized smaller com- 
panies are finding themselves put to 
the necessity of meeting such compe- 


tition and this has become disturbing 
to some of them. This development 
is not something that has flared up and 
is dying down. Instead there is to be 
found more such competition in more 
places. 

It may be that at least part of the 
explanation of the current intensity of 
competition is the desire to make the 
most of a big opportunity. The same 
tendency is evident in other sales 
lines, for example the automobile busi- 
ness. In spite of the tremendous de- 
mand for new automobiles in 1955, 
manufacturers and dealers engaged in 
fierce price-cutting competition and 
are still at it. 

Apparently merchandising is some- 
thing that defies logic. When sellers 
are up against an apathetic market, 
they should be putting on their most 
strenuous sales efforts, staged with the 


greatest possible resourcefulness ang 
ingenuity. The way it seems to work 
out in actual practice, however, js 
that when market conditions are lush, 
when selling should be easy, tempting 
merchandisers to coast along with out- 
worn methods and products, that js 
when the momentum of sales generates 
new enthusiasm for more sales. 

It’s apparently the old story of 
“nothing succeeds like success.” There 
is no stimulant to effort like seeing 
one’s endeavors producing results, 
Moreover, of course, seeing the com- 
petition garnering ever-increasing sales 


is also a stimulant of the first magni. | 


tude. 

Anyway, logical or not, the competi- 
tive pressure is obviously still on, and 
everything points to a continuance of 
the competitive battle for at least the 
years lying immediately ahead. 











PERSONALS 


Emanuel Tesoro and Roy K. Cowan, 
recently named assistant group secre- 
taries of Massachusetts Mutual Life, 
have been in the group department 








Emanuel Tesoro 


Roy K. Cowan 


since it was established in 1946. Mr. 
Tesoro, who joined the company in 
1933, is an associate of Life Office 
Management Assn. and a member of 
Boston Life & Accident Claim Assn. 
and International Claim Assn. Mr. 
Cowan, who went with the company 
in 1926, is a director of Lions Orthop- 
tic Clinic of western Massachusetts. 


Paul F. Clark, president of John 
Hancock Mutual, has been named to 
the development council for Boston 
university. 


Horace W. Brower, president of Oc- 
cidental Life of California, has been 
named to the board of United Service 
Organizations National Council. 


William J. Sieger, who retired the 
first of the year as vice-president and 
superintendent of agencies of Bankers 
National Life, was honored by a num- 
ber of general agents of the company. 
The general agents had Lawrence 
Wilbur do a portrait of Mr. Sieger to 
be displayed at the home office. At the 
unveiling, Michael Hanin of Pottsville, 
Pa., on behalf of the general agents, 


presented the portrait to President 


Ralph R. Lounsbury. Mr. Sieger spoke’ 


briefly. 


Richard J. O’Brien, former assistant 
superintendent of agencies of Bankers 
National Life, was given a reception 
and dinner at West Orange, N.J., by 
officers and employes of the company, 
He resigned after 20 years. He is plan- 
ning to take an extensive Florida va- 
cation. 


Ray D. Murphy, chairman of Equit- 
able Society, represents the life com- 
panies on a committee of insurance ex- 
ecutives soliciting support for the 1956 
Red Cross fund drive in New York City. 


T. P. Beasley, president of Republic 
National Life, has been elected 1st 
vice-chairman of the Dallas advisory 
board of Salvation Army. 


Joseph E. Boet- 
tner, who has been 
named execu- 
tive vice-president 
of Philadel- 
phia Life, joined 
the company as 
superintendent of 
agencies in 1951, 
was appointed 
vice-president and 
superintendent of 
agencies in 19 5 2, 
and vice-president 
in February 1955. 
He has been on the board. 





J. E. Boettner 


Lon O. Hocker, president of Life of | 
was paid high tribute in a | 


Missouri, 
speech on the Senate floor recently by 
Sen. Hennings of Missouri. Last July 


Mr. Hocker went to Washington and 
for six months headed a study group} 


of the Senate subcommittee on con- 
stitutional rights. Sen. Hennings, who 
is a Democrat, said “it was not be- 
cause Mr. Hocker hailed from Mis- 
souri, or because he was a Republican, 
that I invited him, but because, aftéer 
canvassing the field, he seemed to be a 
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the desire to maintain the principles 
involved, and because he had an in- 
terest in the preservation of individual 
liberty. We were certainly sorry to 
lose him, but the understanding when 
he came was that he would stay for 
six months. He fulfilled that commit- 
ment in spite of great personal sac- 





 rifice.” 


M. E. Thompson, Pacific Mutual Life 
| general agent at Los Angeles, has been 
‘named special gifts chairman for the 
| American Cancer Society campaign for 
metropolitan Los Angeles. 


Nt eta ees 


Charles E. Cleeton, general agent of 
Occidental Life of California at Los 
Angeles, celebrated his 35th year with 
the company. A past president of Na- 
tional Assn. of Life Underwriters, Mr. 
Cleeton has held every official posi- 
tion in the Los Angeles association and 
also in Los Angeles Life Managers 
Assn. and Los Angeles CLU chapter. 
He now heads the committee whose 
function it is to bring about a debt- 
free dedication of the NALU head- 
quarters at Washington. 


DEATHS 


HARRY G. BRONSON, general agent 
of Massachusetts Protective at Madi- 
son, Wis., until his retirement last De- 
cember, died in West Palm Beach, Fla. 











A. V. GERMAN, 56, division man- 
ager of Midwestern Security Life of 
Dallas, died in a Dallas hospital, He 
founded Keystone Life of New Orleans 
and was president of Keystone Invest- 
ment Co. 


JAMES E. FREEMAN, 44, a staff 
manager of Prudential at Ashland, 
Ky., died of a heart attack in a Newark 
hotel where he was attending a two- 
week school at the Prudential home of- 
fice. He had been with Prudential for 
several years. He was president of Ash- 
land Life Undérwriters Assn. 


D. DANIEL M. SHEWBROOKS, 71, 
| who retired in 1950 as medical direc- 
‘ tor of Penn Mutual Life, died while 
| vacationing in Mexico. He previously 
' had been in the medical departments of 
Acacia Mutual Life, Lincoln National 
' Life and Northwestern National Life. 
§ Since his retirement, he had been en- 
gaged in medical insurance research 
in Washington, D. C., and was with 
) Acacia’s medical department on a part 
time basis. 





























































§ SURE! It’s in 


« NEW BABY GROUP! 


a For complete details write your Gen. Agent or: 
The UNITED STATES LIFE INSURANCE Co. 
IN THE CITY OF NEW YORK 
84 William Street, N. Y. 38, N. Y. 






man who had long been imbued with - 





RESERVES DEPLETED 


Pryatel Allows 17% 
Boost to Cleveland 


Blue Cross 

Superintendent Pryatel of Ohio has 
allowed an overall increase of 17% 
for Cleveland Hospital Service Assn. 
(Blue Cross). He is also allowing the 
Blue Cross to use an alternative plan 
of providing hospital care in excess of 
$4 a day for the first 60 days of any 
admission and full care thereafter. 

“My decision not to disapprove its 
(Blue Cross) request was based on the 
depleted reserves of the association 
which must be restored to place the 
plan on a sound financial and actuar- 
ial basis,” Mr. Pryatel said. He added 
he has received assurance that begin- 
ning July 1 the hospitals will limit 
their charges to the actual and antici- 
pated costs as determined prior to that 
date. If the cost exceeds estimates, the 
hospitals will forfeit the excess sum 
otherwise due. 

“I am far from satisfied that the 
Cleveland Hospital Service Assn., the 
doctor, the hospital and the patient are 
doing all that they can to meet this 
problem,” he added. “So far as we are 
concerned, I am assigning a special ex- 
aminer to conduct a detailed analysis 
of all Ohio non-profit hospital service 
plans and to recommend legislation if 
it is needed. In the meantime, I am 
asking the National Assn. of Insur- 
ance Commissioners to appoint a spe- 
cial committee to appraise the nation- 
wide problems connected with the 
Blue Cross program.” 


Southwest I.&L. Changes 


Robert F. Hoard, vice-president of 
Southwest Indemnity & Life of Dallas, 
has been elected a director. A 46-year 
insurance veteran, Mr. Hoard earlier 
served as agency superintendent of 
Acacia Mutual and as life-agency di- 
rector and agency secretary of Massa- 
chusetts Protective and Paul Revere 
Life. 

New brokerage managers are Walter 
H. McKenzie Jr. at Corpus Christi and 
D. B. Phillips Jr. at Hobbs, N.M. Mr. 
McKenzie will serve Corpus Christi, 
San Antonio and the Rio Grande val- 
ley, and Mr. Phillips’ territory includes 
New Mexico and west Texas. Both have 
experience as an agent and in mana- 
gerial positions, and formerly were 
with Paul Revere Life. 


STOCKS 























By H. W. Cornelius Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Mar. 6, 1956. 
Previous Current 
Week’s Bid Bid Asked 
PORTA” DEG oveesecesessessegnsessaiere 199 202 205 
Beneficial Standard ........ 3034 32% 325% 
Cal.-Western States ........ 108 109 113 
Colonial Life ou... 137 139 143 
Columbian National ........ 101 101%2 103% 
Commonwealth Life ........ 2234 23% 24 
Connecticut General ......... * 249 249 253 
Continental Assurance .... 171 174 178 
Franklin Life «uu... 90 92% 93% 
Great Southern Life ........ — 95 98 
WN aREA cc venscasecsosceccesaccessseeves 33 34% 3456 
Jefferson Standard .... 123 125 128 
Kansas City Life ........ 1340 1380 1430 
Life & Casualty ...... _ 38% 39% 
Life Ins. Investors .. 1538 155% 15% 
Lincoln National .... 235 233 237 
TNRTITS cesceccecevsctncearses _ 23% 24 
National L.&A.. ............ 94% 9442 96 
North American, II. .. 24 24% 25% 
N. W. National ......... 88 91 94 
Ohio State Life .... 212 216 —_ 
Old Line Life ...... 54 53 57 
Southland Life ........ _ 140 146 
Southwestern Life 185 183 189 
Travellers  ......ccccceeee 77% 79 793% 
United, Il. ... 245% 25 2512 
We SA scccsenscicasose 144 143 148 
West Coast Life ...... 54 57 59 
Wisconsin National ............ 42 46 49 


* X stock dividend 


Mutual of N. Y. Names 
Cahill, Pflugtelder, 


7 Training Assistants 

Mutual of New York has appointed 
Daniel P. Cahill manager at Grand 
Rapids and Charles F. Pflugfelder 
manager at Brooklyn to succeed Mr. 
Cahill. 

Mr. Cahill, in the business since 
1929, joined Mutual in 1949 and was 
named manager in Brooklyn in 1954. 
He succeeds Charles E. Brown, who 





Daniel P. Cahill C. F. Pflugfelder 


has retired at Grand Rapids under the 
security and retirement plan. 

Former director of the TCU course 
and the Purdue institute, Mr. Cahill 
was supervisor of company school and 





director of field training before going 
to Brookiyn. 

Mr. Pflugfelder, in the business 
since 1937, joined Mutual in 1947 and 
was named assistant manager in New 
York City two years later. He has 
been on the home office field training 
staff since last October. He is a CLU. 

Appointed to the field training staff 
were: 

Maxwell Bergman, who joined the 
company in 1948 and was named as- 
sistant manager in New York City in 
1951. 

Anthony J. Lordi, who joined the 
company in 1949 and was named as- 
sistant manager in New York City in 
1954. 

Charles E. Jones, who joined in 1950 
and was named assistant manager at 
Harrisburg in 1952. 

William O. Lavin, who joined in 1952 
and was named assistant manager at 
New Orleans in 1954. 

John J. Mahon, who went to Boston 
in 1952 after five years as a home office 
representative and was named assist- 
ant manager in 1954. 

Arthur Pelser, who joined the com- 
pany in 1947 and was named assistant 
manager at Winnipeg last April. 

Robert M. Pope, assistant manager 
at Miami since 1951. 









FOUNDED IN 1867 
iN DES MOINES 








| 


covering 1955 operations 
records the largest annual pro- 
duction in Company history, a 
paid total of $140,589,044. 
_-7~~ Insurance 
to $1,428,226,264. Assets in- 
creased to $562,177,404, and 
surplus funds, including capital 
~ stock, increased to $25,869,380. 


in force increased 
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14 
i modeled Penobscot building. The agen- =g5 
0. E. Cox to Franklin cy, founded in 1920, has a total of $77,- 361 Qualifiers for MDRT; 963 Total 
as Oregon Manager 278,000 of life and annuities business (CONTINUED FROM PAGE 1) 
in force, and last year had sales of i 


Orville E. Cox has been named Ore- 
gon manager of Franklin Life, with 
headquarters at Portland. 

Mr. Cox entered life insurance with 
Prudential in 1942. He became assist- 
ant manager at Portland for Occident- 
al Life in 1949, and in 1952 joined Ohio 
National Life there as general agent. 


Great-West Moves at Detroit 

The Detroit agency of Great-West 
Life has moved from the Guardian 
building to new quarters in the re- 


$8,900,000. 


Northwestern Mutual Ups Limits 
on Single Coverage to $600,000 

Northwestern Mutual Life has raised 
insurance limits for an individual from 
$400,000 to $600,000, and has increased 
the limits an individual can buy in one 
year from $250,000 to $400,000. These 
limits apply to persons between 25 and 
45, and maximums for other ages are 
lower. 





insurance in force. 


At the top of LB’s agent-team was Enfrid Benson, followed 
closely by Walter Luecke and Herbert Mullen. Enfrid on the 
West Coast is a 9-year veteran — Walter on the East Coast and 
Herb in the heart of the Upper Midwest are two-year men. 
(Both Walter and Herb wrote over half a million their first year.) 


If you are a Lutheran, you may want to join this 
aggressive team of fast-selling LB agents. If so, write 
HAROLD HOEL, Supt. OF AGENCIES, at the Home Office. 


Lutheran 
Brotherhood 





LUTHERAN BROTHERHOOD Agents ENFRID BENSON, San Francisco; WALTER 
LUECKE, Clifton, N. J.; and HERBERT MULLEN, Stoughton, Wis., proudly 
present their last application for 1955 to HAROLD HOEL, Supt. of Agencies. 
Shown on the table are applications representing more than $1 million of 
LB life insurance put into force last year by each of these 3 agents. 


Lutheran Brotherhood’s 
Three $1,000,000 Men 


LAST YEAR LB agents put more than $105 million of life 





scence 


LIFE INSURANCE FOR LUTHERANS 
CARL F. GRANRUD, President 
701 Second Avenue South 

Minneapolis 2, Minn. 








. Mutual, 








New York Life, Wichita; Montague P. Ford, 
independent, Boston; William Gould, Mas- 
sachusetts Mutual, Los Angeles; H. R. Grobe, 
Great Southern, Houston; Richard A. Harrison, 
Franklin Life, Sacramento. 

Sis Hoffman, Union Central, Cincinnati; John 
T. Kehoe Jr., Southwestern, Dallas; Isidor 
Knopp, New York Life, New York City; Louis 
P. Kraus, New York Life, Baltimore; Stanley 
S. Leeds, Equitable Society, Beverly Hills, 
Cal.; Willis F. McMartin, Northwestern Mutual, 
New York City; Julius Nadler, Union Labor, 
New York City; Lowell L. Newman, Penn Mu- 
tual, Fort Wayne; William Paul Parr, John 
Hancock, Baltimore; Nathan P. Paulus, State 
Mutual, Dayton, O.; Walter L. Pool, Lincoln 
National, Norfolk; James T. Quinn, T. Eaton 
Life, Winnipeg; J. F. Ramsey, Connecticut 
Mutual, Chicago; E. Benjamin Redfield Jr., 
Northwestern Mutual, Boston; Joseph H. Reese 
Sr., Penn Mutual, Philadelphia. 

Glenn Rifenberg, Mutual Benefit Life, Three 
Rivers, Mich., Walter C. Ross, Guardian, Mil- 
waukee; Albert G. Ruben, Mutual Benefit Life, 
Los Angeles; Louis G. Rude, Mutual Benefit 
Life, Newark; Tyer Sawyer, Northwestern Mu- 
tual, Milwaukee; Lowell P. Schwinger, North- 
western Mutual, Cedar Rapids; Albert L. 
Smith, Jefferson Standard, Birmingham; Caleb 
R. Smith, Massachusetts Mutual, Asheville, 
N.C.; Stuart F. Smith, Connecticut General, 
Hartford; Harry W. Stanley, Equitable of Iowa, 
Wichita; Charles F. Stansberry Jr., North- 
western Mutual, Joliet, Ill.; Robert H. Sted- 
man Jr., Connecticut Mutual, Charlotte, N.C.; 
G. Gustav Steiner, Aetna, New York City; 
Samuel C. Steinman, Northwestern Mutual 
Chicago; Grant Taggart, California-Western 
States, Cowley, Wyo.; Farish F. Talley, Acacia 
Mutual, Atlanta; J. Hawley Wilson, Massachu- 
setts Mutual, Oklahoma City; Naaman J. 
Woodland, National Equity, Baton Rouge. 


Life & Qualifying, First Time~ 


Cecil Alexander, Equitable Society, Chicago; 
Lionel A. Alleson, Manufacturers, Durban, 
South Africa; Pierre Beaulieu, Les Prevoyants 
du Canada, Chicoutimi, Que.; George E. Bivins, 
New York Life, Nashville; George H. Bowman, 
New York Life, San Francisco; Robert F. 
Brown, Mutual of New York, Sacramento; 
Carson W. Calhoun, Great Southern, Houston; 
Edwin P. Charlette Jr., Union Central, South 
Bend; Max Cohen, Northwestern Mutual, Bos- 
ton; Joe W. Davis, Volunteer State Life, Chat- 
tanooga; Angelo L. DiNieri, John Hancock, 
Rochester, N.Y.: Paul Dye Jr., Connecticut 
Mutual, Indianapolis; Cleo F. Edwards, Cen- 
tral, Iowa, Cedar Rapids; Samuel Hirschmann, 
Sun Life of Canada, Johannesburg, South Af- 
rica; Henry A. Hirsh, New England Mutual, 
Washington, D.C.; Hampson M. Keyser, New 
York Life, Arlington, Va.; Alyse Laemmle, 
Beneficial Standard, Los Angeles; George P. 
Landa, Metropolitan, New York City; James 
E. Little, Jackson Life, Memphis, Tenn.; James 
B. Longley, United Life & Accident, Lewiston, 
Me. 

Luther L. Marshall Jr., Prudential, Fort 
Worth; S. Russell Mickle, Connecticut Mutual, 
Charlotte, N.C.; Edward Nei ,M husetts 
Los Angeles; Charles L. Patrone, 
Bankers National, Hyde Park, Mass.; Price J. 
Perrill, Great Southern, Waco, Tex.; Harold W. 
Riess, Aid Association for Lutherans, Indian- 
apolis; Joseph Rodbard, New York Life, Chi- 
cago; Sumner Rodman, Aetna, Boston; Alvin 
Rogal, Lincoln National, Pittsburgh; Fred R. 
Sale, General American, St. Louis; Ernie F. 
Schnepel, Prudential, Houston; A. Andrew 
Shaffer, New England Life, Syracuse; Leon B. 
Sittenfeld, New York Life, Kansas City; Ralph 
Van Fosson, Prudential, Crowley, La.; William 
L. Whatley, New York Life, Tulsa; Alfred D. 
Whitaker, Massachusetts Mutual, Providence. 





Qualifying, Repeating 


James H. Ames, Mutual Benefit Life, New 
York City; Paul Arst, Prudential, Baton 
Rouge; I. Aspler, Canada Life, Montreal; Wil- 
liam R. Balkin, Pacific Mutual, Chicago; War- 





ELECTRONIC 
COMPUTING... 


for Your 
Business 


Computing Consultants, Inc., offers electronic computing on a pooled basis 
to any size business which needs vast amounts of accurate data processing and 
calculating in a hurry. By using the services of this new tompany, your busi- 
ness can have all the advantages of electronic computing without your bearing 


the entire cost of a large computer. 


If you plan to obtain your own computer, Computing Consultants can sur- 
vey your needs and counsel you on the most efficient type and make of com- 


puter for your purpose. 


If you already have a computer, perhaps Computing Consultants’ expe- 
rienced staff can help you on programming problems, or supplement your 
own programming staff or computer during periods of excess work. 

For more information, call or write: 





COMPUTING CONSULTANTS, Inc. 7 ausreu way, N.wW., ATLANTA, GEORGIA 











ren H. Bearden Jr., National Life of Vermont, i 


Atlanta; Joseph S. Besecker, New York Life © 


Oceanside, Cal.; M. M. Bicket, Mutual of New _ 
York, Indianola, Miss.; J. D. Bowen, Sun Life | 


of Canada, Jacksonville; Arnold P. Brastad, 
New York Life, Minneapolis; Andre Bressani, 
Prudential-England, Montreal; Thomas A. 


Card, Mutual Benefit Life, Cleveland; Winslow | 


S. Cobb Jr., Connecticut Mutual, Boston; 
Donald M. Comfort, Massachusetts Mut 
Long Beach, Cal.; Glen D. Commons, Penn 
Mutual, Aurora, Ill.; Richard N. Craig, Na- 
tional Life of Vermont, Joplin, Mo.; Fred A 
Crawford, Crown Life, Silver City, N.M,; 
Thomas W. Cristal, Northwestern Mutual, © 
Cleveland; Cape G. DeWitt, Northwestern Na. 
tional, Houston; Chester A. Duke Jr., New 
York Life, Towson, Md.; Stanley A. Elkan, 
Massachusetts Mutual, Macon, Ga. 

James L. Feder, Mutual of New York, New | 
York City; Sam J. Filicetti, Western Life, | 
Havre, Mont.; Louis Fish, Mutual Benefit Life, | 
Joliet, Ill.; Charles R. Gibbs, Mutual Benefit 
Life, Los Angeles; Ira E. Graham, Northwest. 
ern Mutual, Chicago; Gerald F. Griffin, Mutu. 
al Benefit Life, Arlington Heights, Ill; Clay. 
ence L. Hagstrom, Massachusetts Mutual, Se. 
attle; Calvert Hall, Prudential, Newark; Stan. 
ley L. Harris, Equitable Society, Chicago; EI.” 
wood N. Hennessy, Phoenix Mutual, Worchest- 
er, Mass.; David T. Hersch, Security Mutual of | 
New York, New York City; Ralph H. Hester, 
Pan-American, Jackson, Miss.; Frederick G, 
Higham, Great-West, Philadelphia; W. Ray 
Hutch, Aetna, Buffalo; Louis Joannides, New 
York Life, Rock Island, Ill.; Glen J. Johnson 
New York Life, St. Paul; Alex R. Josephs, 
New York Life, Charlotte, N.C.; Con Kelleher, 
Western Life, Billings, Mont.; Murray R. King, 
independent, New York City; Alec E. Kollen- 
berg, Mutual Benefit Life, Chicago. 

Clayton L. Kolvoord, Kansas City Life, Los 
Angeles; John W. Kosena, New York Life, 
Butte, Mont.; F. Gibbs Lamotte, Massachusetts 
Mutual, Baltimore; Robert W. Lyon, New 
York Life, Georgetown, O.; Robert N. Me- 
Clure, New York Life, Ventura, Cal.; Clifton 
L. McDonald, American National, Chattanooga; 
Paul J. Maloney, National Life of Vermont, 
Buffalo; Theodore L. Mander, Penn Mutual, 
New York City; Jacques E. Mauch, Connec- 
ticut General, Philadelphia; Edward Mellor, 
Mutual Benefit Life, Philadelphia; Harold A, 
Meyer, Franklin, Springfield, Ill.; Philip L 
Miller, Connecticut Mutual, Toledo; Charles 
S. Motz, Massachusetts Mutual, Atlanta; Wil- 
liam H. Perkins, Petroleum State, Beaumont, 
Tex.; William S. Perkins, Amicable Life, Cor- 
pus Christi, Tex.; Lincoln B. Poletto Aetna, 
San Francisco; Murray Projector, Equitable 
Society, El Paso; Frank D. Richardson, Mutu- 
al Benefit Life, Los Angeles; Melvin H. Ridges, 
New York Life, Salt Lake City; Maurice D, 


soa eet ct 











Rosenberg Jr., Guardian, Washington, D.C.; 
Leo D. Rothensies, Penn Mutual, Wilmington, © 
Del.; Rowe Rudolph Jr., Connecticut General © 
Denver; James B. Russel, Sun Life of Canada, © 
Toronto; William A. Schneider, Ohio National, © 
Kankakee, IIl.; Leon Schwartz, Pan-American, © 
Miami. : 

William D. Shelby Jr., Acacia Mutual, Louis- © 
ville; Donald E. Shopiro, Mutual Benefit Life, 
Syracuse; R. Neal Sinclair Jr., American Unit- 
ed, Indianapolis; Robert D. Smith, Massachu- | 
setts Mutual, Dayton, O.; Kai Soderman, New 
York Life, New York City; Richard S. Sum- 
merhays, New York Life, Pasadena; Arthur W. | 
Swain, Penn Mutual, New York City; Leo T. 
Tibensky, Northwestern Mutual, Chicago; John 
A. Utz, Kansas City Life, Pittsburgh; Asa F. 
Voak, New England Life, Cleveland; Edward | 
C. W. von Selzam, Northwestern Mutual, Mil- 
waukee; John W. Walden, Massachusetts Mu- 
tual, Columbus, Ga.; Edward P. Warren Jr, 
Mutual Benefit Life, Cleveland; J. Robert 
Wilhelm, Connecticut Mutual, Philadelphia; 
H. Roger Willis, Northwestern Mutual, Oak- 
land; Horace H. Wilson, Equitable Society, 
New York City; Earl Winburn, New York 
Life, Pasadena; William Winnick, United Life 
& Accident, New Haven; LeRoy J. Wolf, New 
York Life, Portland, Ore.; Louie B. Wood, 
Jr., National Life of Vermont, Atlanta. 





Qualifying, First Time 

Wallace D. Abbey Sr., New York Life, Co- 
lumbus, O.; Gordon Abrams, Northwestern Na- | 
tional, Washington, D.C.; Bernard C. Altman, | 
Kansas City Life, Kansas City; Clifford R 
Anderson, Continental Assurance, Middletown, 
Conn.; Fred M. Arnold, Equitable Society, 
Ann Arbor, Mich.; William D. Bacon, John 
Hancock, Boston; John S. Barranco, Provident 
Life & Accident, Jackson, Miss.; Melvin K. 
Bates, Prudential, Merchantville, N.J.; Law 
rence G. Bell Jr., Aetna, Toledo; James D. 
Berger, New York Life, Houston; John P. 
Bininger, Connecticut General, New Haveli 
Fred T. Bishopp, New York Life, Arlington 
Va.; Maurice Blond, Mutual Trust, New Yor} 
City; Wilburn F. Burton, New York Life 
Grand Island, Neb.; Max Caplan, Massachusett 
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Mutual, Jamaica, N.Y.; Fletcher Carscallen, 
Great-West, Cleveland; Allen B. Coffman, 
Massachusetts Mutual, Philadelphia; Herbert L. 
Cramer Jr., Northwestern Mutual, South Bend; 
Billy E. Curry, American General, Houston; 
Charles L. Doane, Mutual Benefit Life, Omaha. 

Edward A. Fish, New England Life, Louis- 
yille; D. Allen Fisher, Phoenix Mutual, Sche- 
nectady; Charles F. Fox, Kansas City Life, 
Charleston, W. Va.; Leo J. Fox, Franklin, 
Fond du Lac, Wis.; C. A. Georgiades, Pacific 
Mutual, Los Angeles; William C. Gibson, Mas- 
sachusetts Mutual, Atlanta; Alan W. Giles, 
Northwestern National, Minneapolis; Richard 
Golden, New York Life, Chicago; Harry A. 
Goodman, Equitable Society, Boston; Leonard 
A. Goodman Jr., John Hancock, El Paso; 
Lloyd E. Green, Washington National, San Di- 
ego; Stephen D. Green Jr., Provident Mutual, 
Philadelphia; Philip Grosser, Mutual of New 
york, Beverly Hills, Cal.; George T. Guerre, 
Ohio National, Lansing; August C. Hansch, 
Mutual Benefit Life, Dallas; Fred C. Hensley, 
New York Life, Columbia, S.C.; Robert F. 
Hopper, Volunteer State, Chattanooga; Wil- 
liam Arthur Johnston, Great-West, Winnipeg; 
Maxwell Kaufer, Connecticut Mutual, Los An- 
geles; Nathaniel B. Kaye, John Hancock, Nor- 
‘olk. 
aod V. Kellerhals, American United, 
Champaign, Ill.; Bert J. Kimura, North Amer- 
ica Life, Honolulu; Clarence V. Leo, New York 
Life, Hagerstown, Md.; O. Goode Love, Provi- 
dent Mutual, Charlottesville, Va.; Grady S. Mc- 
Carter Jr., Kansas City Life, Shreveport, La.; 
Thomas W. Mahoney, National Life of Ver- 
mont, Milwaukee; John E. Mann, Massachu- 
setts Mutual, Albany; Martin J. Moraghan 
Jr., Equitable Society, Waterbury, Conn.; Mir- 
jam Murdock, New York Life, Kansas City; 
Joseph B. Natoli, Provident Mutual, Norris- 
town, Pa.; R. Wayne Nisbett, Prudential, El 
Paso; Wilbur D. Nordell, Northwestern Mu- 
tual, Minneapolis; Edmond J. Nouri, New 
England Life, New York City; C. Carroll Otto, 
Mutual Benefit Life, Detroit; John A. Packal, 
Home Life of New York, Cleveland; Arthur E. 
Payne, Prudential, Chico, Cal.; Stirling E. 
Peart Jr., New York Life, Woodland, Cal.; 
Richard L. Phillips, Lincoln National, Fort 
Wayne; George P. Rapp, New York Life, 
South Sioux City, Neb.; Howard F. Roeding 
Jr. John Hancock, Rochester, N.Y. 

Robert E. Rohr, Connecticut General, Hart- 
ford; Daniel M. Ross, Equitable Society, New 
York City; Richard W. Rossman, Massachu- 
setts Mutual, Franklin, O.; James B. Rowe, 
John Hancock, Charlotte, N.C.: William A. 
Schully, Southwestern, Sherman, Tex.; Edward 
Shalowitz, Lincoln National, Baltimore; Dale N. 
Shutt, Northwestern Mutual, Wooster, O.; Ev- 
erell A. Smith, New York Life, Sycamore, II]; 
Richard P. Smith, College Life, Iowa City; T. 
Guy Spencer, Kansas City Life, Oklahoma 
City; Robert J. Spooner, Equitable Society, 
Appleton, Wis.; Martin S. Stancik Jr., Mutual 
of New York, Cleveland; Eldon L. Steffen, 
Northwestern Mutual, Buckley, Ill.; Charles C. 
Sylvester Jr., South Coast Life, Houston; Philip 


C. Tennant Jr., Mutual of New York, Jackson- 
ville; Richard E. Thomas, Northwestern Mutu- 
al, Pasadena; Hugh G. Thompson Jr., North- 
western Mutual, Charleston, W. Va.; Clell Q. 
Thorpe, Great Southern, Houston; Lloyd I. 
Turner, Kansas City Life, Houston; David A. 
Tyler Jr., Connecticut General, Hartford; Bar- 
ney Waldman, Travelers, Baltimore; Lowell A. 
Weaver, Phoenix Mutual, Akron; Samuel Web- 
ber, Imperial Life, Toronto; Edward V. Whal- 
en, New York Life, Chicago; James S. Wilcox 
Jr., Connecticut Mutual, Charlotte, N.C.; 
James W. Williams, Fidelity Mutual, Wilming- 
ton, Del.; Henry Yabrof, New York Life, 
Wichita. 





Gross Counsel of N. Y. 


Insurance Department 


George J. Gross has been named 
counsel to the New York insurance de- 
partment. He has been an attorney 
more than 27 years and has been a 
director and legal counsel of several 
banking institutions and corporations 
in New York. He is a member of 
Queens county and New York State 
Bar Assns. and is a past president of 
Queens Lawyers Assn. 


Names Two in Group Posts 


Nationwide Life has named Alvin L. 
Miller and Stan Pearce group zone 
managers, with headquarters at the 
home office in Columbus, O. 

Mr. Miller, who will have charge of 
group sales and service operations in 
six eastern states, was with Prudential 
for 18 years, eight of them in group 
sales. He formerly was district group 
supervisor at Buffalo. Mr. Pearce will 
have responsibilities for a seven-state 
central zone. He joined Nationwide in 
1951 as a field claim man in North 
Carolina, later becoming a group spe- 
cialist. 


Form Estate Group at Flint 

Flint (Mich.) Estate Planning Coun- 
cil was organized at a meeting attended 
by 65 attorneys, trust officers, account- 
ants and agents. The organizational 
committee was headed by Kenneth C. 
Haefele, vice-president of Genesee 
County Savings Bank. Cyril G. Lewis, 
Massachusetts Mutual Life, was a com- 
mittee member. 


Independence Life of Charlotte, N.C., 
has changed its name to Skyland Life. 





When in 
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NORTH AMERICAN 
REASSURANCE COMPANY 


161 EAST 42nd STREET 
NEW YORK 17, N. Y. 


doubt ask 
North American Re 
THE reinsurance company 











Reneficial 


THOUGHTS 


“That which we persist in doing becomes 
easy to do; not that the nature of the thing 
has changed, but that the power to do has 
increased.” 


Hebert J. Grant 
President of Beneficial Life Insurance Co. 
1918 to 1945 


BENEFICIAL LIFE 
rsurance egy Company 


Salt Lake City, Utah 
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_of SECURITY and PROGRESS 


Southland Life Insurance Company was organized 
on October 3, 1908. Today, Southland Life is the 
3rd largest life insurance company in Texas and 
15th largest publicly-owned (stock) life insurance 
company in the United States. 


In December of 1955, Southland Life passed the 





Over ONE BILLION 


INSURANCE One Billion Dollars Insurance in Force mark, rarely 
IN FORCE achieved by life insurance companies earlier than 

* Over 500,000 their 50th year of operation. 
POLICYOWNERS Southland Life is dedicated to people in every walk 


* Over $125,000,000 
PAID to POLICYOWNERS 
and BENEFICIARIES 


* 60 OFFICES in 15 
STATES 
* 1,600 EMPLOYEES and 
AGENTS 
* 48 YEARS’ EXPERIENCE 
Provide you with 
STABILITY, SERVICE 
and SECURITY 
Home Office 


LIFE e ACCIDENT e HEALTH e HOSPITALIZATION e GROUP 


of life, its policyowners and its beneficiaries, its sales 
representatives, its employees and stockholders. 
Nothing can alter this pledge we make to the 
PEOPLE we serve. 


Southland 


Serving | 


Since 


J 


1908 
. 
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Your Mutual 
Benefit Life 


. Man says: 


best life 
Insurance 
plans are 
always 

one part 
company— 
two parts 
agent.” 


No matter how good the policy is— 
it’s up to the agent to fit it to each 
client’s individual needs. That’s why 
Mutual Benefit Life places so much 
emphasis on the agents’ training. 
And that’s why men like D. Orville 
Connell of Day- 
ton, find suc- 
cess so quickly. 
Mutual Benefit 
Life men give 
“custom-made” 
service, at “ready- 
to-wear” prices. 











Small Group A&H Has 


Grown, Survey Shows 


A major expansion in writing A&S 
coverage for groups of less than 25 
lives took place in the past three years, 
according to a survey made by Bureau 
of A&H Underwriters. Entitled Cover- 
age for groups of Less than 25 Lives, 
the survey is based on a poll of bureau 
members and embraces coverages writ- 
ten on both a true group and franchise 
basis. 

Fifty-six bureau companies partici- 
pated in the survey. Of these, 45 have 
programs for groups of less than 25, 27 
write the coverage as group, nine as 
franchise and nine as both group and 
franchise. 


Cincinnati A&H Men 


Elect Harris President 


Cincinnati Assn. of A&H Under- 
writers has elected Jack C. Harris of 
the Harris agency as its new presi- 
dent. He succeeds Taylor L. Clark of 
Inter-Ocean. Louis F. Purdy, Paul Re- 
vere Life and Massachusetts Protect- 
ive, is vice-president; William B. Bor- 
gel, National Underwriter Co., is 
treasurer, and Florence Cornuelle, 
Minnesota Mutual Life, jis secretary. 

On the executive committee are 
Taylor Clark, chairman; Chester 
Clinkenbears, Minnesota Mutual Life; 
H. W. Rankin, Travelers; M. W. Col- 
lins, Monarch Life; Edgar Karaffa, 
Bankers Life & Casualty; Herman 
Harrison, Paul Revere Life and Mas- 
sachusetts Protective; Dudley A. Mar- 
tin, Inter-Ocean; Richard H. Ormond, 
Massachusetts Indemnity; John Mc- 
Mullen, Mutual Benefit H.&A. 

Herbert Elston, vice-president of 
sales, Minnesota Mutual Life, St. Paul, 
guest speaker, discussed “My Three 
Marriages.” He gave 10 command- 
ments for success: Work hard, study 
hard, develop initiative, love your 
work, be exact, have the American 
spirit of conquest, cultivate personal- 
ity, help and share with others, be 
democratic, and in all things do your 
best. 








Wis. Approves Boxer Rule 


MILWAU K EE—Wisconsin State 
Athletic Commission has adopted a 
rule requiring promoters to insure 
boxers. The commission will suspend 
or revoke licenses of boxing promoters 
in the state who fail to pay premiums 
on such policies. The action was taken 
under a recently passed state law giv- 
ing the commission such authority. 





Syracuse General Agent 


me W. Robert Blak- 
‘| ney has been 
- named general 
agent of Manhat- 
tan Life at Syra- 
cuse. His office is 
at 219 State Tower 
building. He en- 
tered insurance in 
1948 with Metro- 
politan Life. Five 
years later he 
went with Contin- 
ental American 
Life. He is presi- 
dent of Auburn 
(N.Y.) Assn. of 
Life Underwriters and is a CLU. 





| ? 
z 


W. Robert Blakney 





Hikes Income Rider Limit 


American United Life is now writing 
a $20 family income rider in addition 
to the $10 rider currently issued. The 
$20 rider will be issued for periods of 
10, 15 and 20 years. For issue ages 45 
through 55, a “to age 65” plan is of- 
fered. 

The rider is available on all basic 
plans other than term. Annual premi- 
ums for issue age 35 are $6.69 for the 
10 year plan, $10.45 for the 15 year 
plan, and $14.81 for the 20 year plan. 


plus 
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Watrer H. Hueut, President ARNOLD Bere, C. L. U., Agency Vice-President 


NDIANAPOLIS LIFE 


Mutual—Established 1905 
INDIANAPOLIS 7, INDIANA 
AGENCY OPPORTUNITIES in Ill., Ind., lowa, Ohio, Mich., Minn., Mo., N. D., S. D., Texas 








Here are 3 terrific aids that have 
proved beneficial and rewarding to 
agents and general agents alike, 


v Career Compensation Plan 


A 2-year plan—one of the most liberal both to agent and general agent, 


yv Production Incentive Agreement — 


A contract for prospective agents unexcelled by leading companies, : 
¥ Training Allowance | 
A substantial amount paid to general agents for recruiting and training, 4 


THESE ADVANTAGES — Success-proven training courses 
¢ Programming schools e Business and tax seminars ¢ Lifetime service fees 
Complete line, low cost Life, Accident, Sickness, and Hospitalization policies. 


COMPANY 
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ACTUARIES 











CALIFORNIA 


IND. & NEB. A 











COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 

















GA. VA.=-N.Y. 





BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company 
Management Consultants 












RICHMOND = ATLANTA NEW YORK 








ILLINOIS 








CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 











MISSOURI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 




















NEW YORK 











Consulting Actuaries 
Auditors and Accountants 


Wolfe. Corcoran & Linder 
116 John Street, New York, N. Y. 











OKLAHOMA 











Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 

Harry S. Tressel, M.A.1L.A. W. P. Kelly 
M. Wolfman, F.S.A. A. Selwood 
M. A. covitch, A.S.A. M. — 
D. Sneed L. Miler 











W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 

















PENNSYLVANIA 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 











332 S. Michigan Ave. Chicago 4, IIL | 





FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
ASSOCIATE 


E. P. Higgins 


THE BOURSE PHILADELPHIA 
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LIFE INSURANCE EDITION 








NEWS OF LIFE ASSOCIATIONS 





_—_ 


Conn. Assn. Plans 


Annual Sales Congress 


Connecticut Assn. of Life Under- 
writers will hold its annual sales con- 
gress March 22 at the home office au- 
ditorium of Aetna Life. Insurance 
Commissioner Spellacy of Connecticut 
and Henry S. Beers, president of Aetna 
Life, will welcome those attending. C. 
Theodore Trolin of Connecticut Mutual, 
New Haven, president of the associa- 
tion, will present a scholarship and 
Robert C. Collins of Metropolitan Life, 
Buffalo, president of National Assn. of 
Life Underwriters, will also speak. 

Sales speakers and their topics 
scheduled are Walter C. Gastil of Con- 
necticut General, Los Angeles, “Put 
and Take;” Bernard H. Zais of Con- 
necticut Mutual, Burlington, Vt., “The 
Million Dollar Round Table—It’s Closer 
than You Think;” Robert W. Osler, 
vice-president and editor of Rough 
Notes, ‘Are You Short Changing Your 
Clients;’? Quan Lun Ching of Pruden- 
tial, Honolulu, “How I Sell in Hawaii,” 
and Arthur F. Priebe of Penn Mutual, 
Rockford, Ill, “My Five Favorite 
Fears.” 





Illinois Life Agents Ready 
Agenda for Decatur Rally 


Illinois Assn. of Life Underwriters 
will hold its annual meeting at the 
Orlando hotel, Decatur, April 6 and 
the following day the Decatur associa- 
tion will stage its annual sales con- 
gress. Illinois Round Table will hold 
its midyear meeting April 6, with Wal- 
ter E. Fox, Union Central Life, Chica- 
go, addressing the luncheon. 

Speakers at the sales congress will 
be R. W. Leu, Massachusetts Mutual 
Life, Peoria; L. S. Roscoe, director of 
field training Occidental Life of Cal- 


X-Ray and Lab 
Allowances ? 


Mi tine 





# SURE! It’s in a 


t NEW BABY GROUP! » 


' For complete details write your Gen. Agent or: 
The UNITED STATES LIFE INSURANCE Co. | 


] IN THE CITY OF NEW YORK 
84 William Street, N. Y.38, N.Y. Wf 
TRRER RE RE eee 





MANAGEMENT 
CONSULTANTS, 











O’TOOLE ASSOCIATES 


Management Consultants 


To Insurance Companies 
Established 1945 
P.O. Box 101 Queens Village, N. Y 
Phone — Hollis 4-0942 


heen 











BOWLES, ANDREWS & TOWNE 
ACTUARIES 
Insurance Company 
Manag tC Itants 
RICHMOND ATLANTA NEW YORK 




















ifornia; M. L. Hahs, Northwestern 
Mutual, Cape Girardeau, Mo., and R. B. 
Holsen, executive vice-president of 
Moorman Manufacturing Co., Quincy, 
Ill. 





Texas Tri-City Congress 


Attendance Exceeds 2,500 


DALLAS—A total of 2,549 life 
agents and guests attended the three 
sessions of the Tri-City sales congress 
of Texas Assn. of Life Underwriters 
held in Houston, San Antonio and Dal- 
las. The attendance figure set a new 
record for the 27-year old event, with 
the peak being reached in Dallas with 
1,247 registrants. 

Speakers were William D. Davidson, 
Equitable Society, Chicago; Max M. 
Matson, Mutual Benefit Life, Cleve- 
land; J. S. Sierra, Great Southern Life, 
Dallas; Lewis W. S. Chapman, director 
of company relations, LIAMA, and 
Hugh S. Bell, Seattle general agent of 
Equitable of Iowa. 





Georgia Sales Caravan 


to Visit Four Cities 


Georgia State Assn. of Life Under- 
writers will sponsor a sales caravan 
which will appear in Atlanta on March 
13, Macon on March 14, Albany on 
March 15 and Columbus on March 16. 

Speakers will be Robert W. DePau, 
supervisor of agencies of Protective 
Life at Miami; Louie E. Throgmorton, 
vice-president and director of public 
relations of Republic National Life; 
Micou F. Browne, agency director of 
Occidental Life of Raleigh; and Jesse 
O. Barbour, district manager of Equita- 
ble Society in Morgantown, N.C. 

Russell D. Looney, Equitable Society, 
Griffin, is general chairman of the 
caravan. Chairmen in each city are 
J. R. Cook, Life of Virginia, Atlanta; 
W. M. George, Metropolitan Life, Ma- 
con; Floyd Perrett, Liberty National 
Life, Albany; and Robert Simpson, Life 
of Virginia, Columbus. 


Fresno, Cal.—Milton L. Rose, Los Angeles 
general agent of Paul Revere Life, addressed 
the February meeting of the Central Valley 
association. 


Charleston, S.C.—J. Burton Webster Jr., as- 
sistant director of ordinary agencies of Liber- 
ty Life, spoke. 


Pittsburgh—John R. Stull Jr., staff manager 
of Prudential in Pittsburgh, addressed the 
Butler branch. Paul B. Strom, assistant gen- 
eral agent of Aetna Life in Pittsburgh, ad- 
dressed the New Castle branch on March 8. 
H. W. Reynolds, manager of New York Life 
in Pittsburgh, spoke to the Beaver Valley 
branch on March 9. Charles H. Maurice, 
Knights Life, Pittsburgh, spoke to the Wash- 
ington branch March 14. Edward J. Halusic, 
staff manager of Prudential at Washington, 
Pa., addressed the Fayette County branch 
March 15. 


Dayton, O.—Speakers at the annual sales 
congress were John D. Griffith, assistant 
superintendent of agencies of Jefferson Stand- 
ard Life; Edward Russo, Northwestern Mutual 
Life, Baltimore; G. W. Isgrig, general agent of 
Lincoln National Life in Cincinnati; and Eber 
M. Spence, vice-president of American United 
Life. 


Jackson, Miss.—George Neitlich, president of 
American Society, spoke at a luncheon meet- 
ing. 


Nashville—Stanley C. Collins, president of 
National Assn. of Life Underwriters, spoke at 
a luncheon meeting. 


Buffalo—Frank B. Maher, vice-president of 
John Hancock, spoke on the topic, ‘‘Attitude 
Makes the Difference.” 


Utica, N.Y.—Ralph Engelsman, sales con- 
sultant to a number of insurance companies, 
spoke. 


Columbia, S.C.—A film on estate planning 
was shown. 











LIFE INSURANCE 
GENERAL AGENCY 
OPPORTUNITY 


To the top quality man in the life insurance business who 
is disturbed by his present position, who has the qualities 
of leadership, and who knows he can build a successful 


agency, we say, “Get on our team... we will not let you 
fail.” 


We will back you with substantial cash, direct mail, ad- 
vertising in your town, real recruiting, agent financing, 
and successful training. We are talking about a high 
quality, top-notch agency. We do have the material to 
help you succeed . . . everything! 


All forms in life insurance (including the LICA DIA- 
MOND: A plan... a way of selling life... complete from 
“mail to sale” ...) Accident and Health. Hospitalization. 


Some opportunities available in Illinois, Indiana, Penn- 
sylvania, Maryland, and Delaware. 


Write for personal interview. 
Jay Arnet, Director of Agencies 


LIFE INSURANCE COMPANY OF AMERICA 
WILMINGTON 99, DELAWARE 




















Everything's New at 
DINKLER HOTELS 
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Birmingham 





DINKLER-ANDREW JACKSON 
Nashville 


DINKLER-JEFFERSON DAVIS 
Montgomery 
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ST. CHARLES CARLING DINKLER, President 
New Orleans 4 CARLING DINKLER, Jr., Vice-Pres. 
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ion discussions. Dail Is will be . . 

Mass. Mutual Plans sion, Gacwssions, SOY fe not che Reinsurance Cessions Shown 

Group Sales Parley methods with panelists from both home : ) a 


Massachusetts Mutual will hold its 
annual group sales conference March 
18-22 at the Palm Beach-Biltmore ho- 
tel, Palm Beach, Fla. It will open 
formally with a dinner March 18 at 
which President Leland J. Kalmbach 
will speak. 

One session will be devoted to 
brokerage matters and another to pen- 


office departments and field units. 


C. S. Crawford in New Post 


Washington National has declared a 
regular semi-annual dividend of 30 
cents per share plus a special dividend 
of 10 cents per share payable March 1 
to stock of recood Feb. 20. 








WANT ADS 








to make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
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DEPARTMENT HEAD FOR MULTIPLE LINE INSURANCE COMPANY 


Man 30 to 45 able to take over complete management of company opera- 
tion, including life and accident and health. Must be able to set up pro- 
cedures of accounting, underwriting, policy issuance and claims. 
Company is very well financially organized. This position will lead to an 
officership. Salary is open commensurate with experience and ability. 
Write complete details in first letter to Box L-28, The National Underwriter, 
175 West Jackson Blvd., Chicago, Illinois. 

















BIG OPPORTUNITY 


Agency Department of a young Miami 
Florida Life Company, very progressive, 
seeks man between ages 30 to 45, willing 
to travel six months of the year. 


Should have experience selling in the field, 
recruiting and some sales promotion. Must 
be Enthusiastic, Determined, Optimistic, 
Self-confident, and have a burning Desire 
to pay the price for one of the best op- 
portunities offered for a sound and lucra- 
tive future. Company already successful 
with high ambition for future development. 
Write giving minimum starting salary, com- 
plete background, and why you feel this 
opportunity is yours. All inquiries held in 
strict confidence. 


Dept. "A", P.O. Box 4980, Miami, Florida 





ATTENTION: LIFE COMPANY 


Agency Supervisor of major Life company seeks 
change. Ten years experience recruiting and 
training agents in all phases of Life and A & H. 
Age 35; married; average personal production 
$300,000. Current income $14,000; minimum 
budget $10,000. Prefer residence on Eastern sea- 
board as General Agent Branch Manager; or 
Home Office. Request assurance interviews held 
confidential. Address Box L-I5, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. 











SALES EXECUTIVE 


Executive to assume responsible sales man- 
agement position in Midwestern multiple 
line company. Areas of responsibility in- 
clude supervision of established sales dis- 
trict managers, establishment of produc- 
tion quotas. Experience in life Agency man- 
agement essential; knowledge of fire and 
casualty lines desirable. Salary commen- 
surate with experience and proven ability. 
Company car and expenses provided. Em- 
ployee benefits include life insurance, pen- 
sion and major medical hospitalization 
plans. Give complete details with reference 
to experience and background. Replies held 
in strictest confidence. Box No. K-90, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








HOME OFFICE GROUP SALES 
OPPORTUNITY 


Progressive Midwest legal reserve life and A&H 
Company with rapidly expanding group opera- 
tions in the United States and Canada needs 
immediately an experienced group sales and 
service man age 25 to 35, to assume top level 
Home Office and field responsibilities in all 
phases of group insurance. Home Office experi- 
ence is desirable but not mandatory. Outstand- 
ing opportunity for growth and advancement. 
Salary and suppl tal comp com- 
mensurate with experience and ability. Address 
Box 1-12, c/o The National Underwriter Co., 175 
W. Jackson Bivd., Chicago 4, Ill. 
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AGENCY MANAGERS WANTED 


TO spearhead expansion program of one of na- 
tion's top fifteen life c ies, ppoint ts 
will be made this year in U.S. and Canada. 
Prompt, confidential interviews will be granted 
qualified applicants. Send complete résumé to: 
Box #K-23, The National Underwriter Co., 175 W. 
Jackson Blvyd., Chicago 4, Illinois. 





Pp 








HOME OFFICE 
LIFE UNDERWRITER 


Company in Middle Atlantic State is embarking 
on national agency-building —-- We re- 
quire a Life Underwriter to head the depart- 
ment. Minimum three years experience necessary. 
This is a well established Company of strength 
and stability. Salary open, pension plan and 
other benefits. An opportunity for the right man 
to get in on the ground floor. Some A & H ex- 
perience helpful. Write Box K-96, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, lil. 








ACTUARIAL OPPORTUNITY 


Well established, small Eastern Company offers 
a splendid opportunity for a man who has stand- 
ing in the Actuarial Society. Should have passed 
three or more parts of the examinations. This is 
a ground floor opportunity to grow with a com- 

any just embarking on a national agency- 
uilding program. Require man who can par- 
ticipate in management problems on all levels. 
Salary open. Give complete resume of your ex- 
perience which will be held strictly confidential. 
Write Box K-94, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 





ACTUARY WANTED 
We are a multiple line company located in the 
Deep South with $150,000,000 of insurance in force. 
We want an actuary to _— with us. His respon- 
sibilities will not be confined to one department, 
and the possibilities of advancement are excel- 
lent. Examinations are desirable but not manda- 
tory. Send replies with outline of experience and 
personal information to: Box K-89, 

The National Underwriter Co. 
175 W. Jackson Blvd. Chicaao 4, Ill. 








HOME OFFICE AGENCY ASSISTANT 


To assist in establishing Life Agencies, Growing 

Missouri Company has exceptional opportunity 

for capable man. Travel required in 4 states. 

Salary open, promotion based on accomplish- 

ments. Address Box K-95, c/o The National Un- 

a ig Co., 175 W. Jackson Blvd., Chicago 4, 
inois. 











GROUP EXECUTIVE 
AVAILABLE 


15 years experience in group underwriting and 
sales management. Qualified in Life, Pensions, 
Credit Life and all types of disability coverage. 


necessary. Xx 
National Underwriter Co., 175 W. 
Chicago 4, Ill. 








United Benefit Life, $3.527,093. Total $3,678,209. 
Confederation—Canada Life, $247,392; Imperi- 


al, $146,000; Mutuai (Can.), $103,482. Total, 
$505,124. 

Connecticut General—Aetna, $99,515,573; 
Amer. United, $25,612,558; Atlantic, $1,710; 


Bankers Nat., $3,943,542; Boston Mut., $10,000; 
Business Men’s, $4,236,808; Citizens Republic 
Ins. Co., $2,966,925; Colonial, $4,020,352; Colum- 
bian Nat., $24,408,463; Commonwealth, $8,315,- 
933; Confederation, $648,124; Contl. Amer., $8,- 
401,663; Crown, $1,312,194; Equitable Society, 
$4,801,288; Federal, $1,710; General Amer., $29,- 
421; Geo. Wash. Life, $9,311; Great-West, $19,- 
104,097; Jefferson Stand., $5,696,453; Life of Va., 
$4,484; Lincoln Nat., $4,679,608; London Life, 
$6,254,959; Méfrs., $4,315,902; Metropolitan, $393,- 
445; Minn. Mut., $94,235; Mut. Trust, $20,422; 
Nat. L. & A., $6,159,592; New York Life, $541,- 
500; No. Am. Re., $6,636,725; N. W. Nat., $474,- 
614; Occidental of Cal., $1,817,721; Ohio Nat., 
$1,380,811; Old Line of Wis., $6,417,186; Pacific 
Mut., $5,222,519; Patriot, $769,210,808; Phoenix 
Mut., $7,977; Pilot, $6,360; Protective, $3,005,158; 
Puritan, R.I., $7,782,480; Reserve, $5,000; Se- 
curity L. & A., $2,446,815; Sun (Can.), $329,074; 
Travelers, $13,837,551; Union Mut., $10,000; 
United Benefit, $6,383,046; West Coast Life, 
$10,115. Total, $1,060,534,232 

Connecticut Mutual—Conn. General, $135,691,- 
668 Metropolitan Life, $9,678,935. Total, $145,- 
370,603. 

Continental American—Conn. General, $11,- 
603,372; Lincoln Nat., $5,325,368; Metropolitan, 
$18,056. Total, $16,946,796. 

Credit Life—North Amer. Re., $5,917,692; 
World, Neb., $12,923,916. Total, $18,841,608. 

Empire State Mutual—Lincoln National, $13,- 
224,967; North Amer. Re., $3,837,809; U.S. Life, 
$325,125. Total, $17,387,901. 

Equitable Society—Aetna Life, $76,611,935; 
Canada Life, $5,376,357; Conn. General, $53,423,- 
217; General American, $106,045,575; John Han- 
cock, $31,813,672; Metropolitan, $70,424,916; Pro- 
tective Life, $53,022,788; Prudential, $222,695,708; 
Sun (Can.), $55,160,221; Travelers, $142,300,903. 
Total, $816,875,292. 

Equitable, Iowa—Canada_ Life, $1,974,840; 
Conn. General, $41,715,968; Metropolitan, $2,282; 
No. Amer. Re., $1,972,152; Sun (Can.) $169,939; 
Travelers, $41,304. Total, $45,876,485. 


Expressmen’s Mutual—North American Re., 
$459,757. 

Farm Family Life—Continental Assurance, 
$6,603,402. 


Farmers & Traders—Conn. General, $8,944; 
North Amer. Re., $4,815,585; Travelers, $20,522. 
Total ,$4,845,051. 

Federal L. & C.—American United, $719,808; 
Lincoln Nat., $2,277,060; No. Amer. L. & C., 
$23,361,333; No. Amer. Re., $59,094. Total, $28,- 
387,54). 

Fidelity Mutual—Canada Life. $25,000; Conn. 
General, $21,042,278; Lincoln Nat., $37,843,494; 
Metropolitan, $890,271; North Amer. Re., $194,- 
198; Penn Mutual, $241,623; Sun (Can.), $142,- 
507; Travelers, $2,531. Total, $60,381,902. 

Guardian—Canada Life, $3,467; Columbian 
Nat., $78,500; Conn. General, $177,902; Home, 
N. Y., $35,000; Manhattan, $68,588; Metropolitan, 
$2,704,929; North Am. Re., $224,554; Penn Mut., 
$20,000; Prudential, $78,400. Total, $3,411,340. 

Home Life, N. ¥.—Canada Life, $5,000; Conn. 
General, $21,897,478; Guardian, $34,266; Imperial, 
$23,000; Linegoln Nat., $22,619,797; Metropolitan, 
$2,407,352; Mutual, N. Y., $103,500; North Am. 
Re., $114,788; Penn Mut., $14,132; Prudential, 
$1,500; Travelers, $37,000. Total, $47,257,813. 

Imperial, Canada—Canada Life, $4,000; Con- 
federation, $41,625; Mutual (Can.), $52,000. 
Total, $97,625. 

John Hancock—Lincoln Nat., $129,798,588; 
Metropolitan, $9,152,640; New England Life, $2,- 
667,998; Travelers, $3,282,256. Total, $144,901,482. 

Loyal Protective—Conn. General, $1,606,749; 
Lincoln National, $1,443,313; No. Am. Re., $42,- 
946. Total, $3,093,008. 

Lutheran Mutual—Lincoln National, $8,425,- 
029. 

Manhattan—Amer. United, $783,301; Business 
Men’s, $140,190; Columbian Nat., $11,391; Conn. 
General, $142,539; Guardian, $17,970; Home, 
N. Y., $747; Lincoln Nat., $2,127,098; Metropoli- 
tan, $76,458; North Amer. Re., $41,045,417; 
Postal Nat. Life, $2,625,952. Total, $46,971,063. 

Metropolitan—(Because of the great number 
of companies to which Metropolitan ceded re- 
insurance, only the larger amounts in force are 
shown. The total includes all entries, however.) 
Aetna, $11,005,245; Atlantic, $283,534; Conn. 
General, $6,481,780; Equitable Society, $471,875,- 
582; Home Life, N. Y., $13,057,110; John Han- 
cock, $2,516,850; Life of Va., $11,308,964; Lincoln 
Nat., $271,758; N. Y. Life, $21,815,588; No. Amer. 
Re., $4,295,240; Prudential, $55,111,350; Travel- 
ers, $418,455,139. Total (for all reinsurers), 
$1,020,251,562. 

Monarch Life, Mass.—Lincoln Nat., $1,489,933; 
North American Re., $6,428,077. Total, $7,918,010. 

Mutual of New York—Can ‘1a Life, $5,058,326; 
Home Life, N. Y., $30,000; Lincoln Nat., $129,- 
140,491; Metropolitan, $255,000; Sun (Can.), 
$8,171,378. Total, $142,655,195. 

Mutual Trust Life—American United $4,243; 
Central Stand., $1,115; Conn. General, $21,220,- 
854; Federal Life, $2,383; Franklin, $8,556; Lin- 
coln Nat., $5,053,712; Metropolitan, $65,992; 
Minn. Mutual, $58,426; North American, IIL, 
$3,553. Total, $26,418,834. 

National Life of Vermont—Conn. General, 
$25,067,142; Lincoln Nat., $24,495,067; Metropoli- 
tan, $5,431,182; North American Re., $8,839,189. 
Total, $63,832,580. 

Nationwide—American United, $3,051,990; fed- 





AVAILABLE 


Field Representative with 7 years selling and 
servicing Non-Can Health & Accident and Life 
Insurance desires supervisory work anywhere in 
U. S. Leading producer, College grad. Excellent 
references. Address Box L-21, c/o The National 
a gl Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. 











eral employes group life conversions, 
Lincoln Nat., $5,153,013. Total, $8,219,503 

New England Mutual Life—Lincoln Nat 
$274,771,969; Metropolitan, $13,657,852; Pruden. 
tial, $5,770,662; Travelers, $1,937,100; Union 
Central, $577,000. Total, $296,714,583. 

New York Life—Canada_ Life, $12,571,609: 
Conn. General, $97,187,100; John Hancock, $8,. 
487,408; Lincoln Nat., $7,012,200; Metropolitan 
$4,378,900. Total, $141,604,008. : 

North American Reassurance—Conn. General 
$1,389,400; European General Re., $225,293,600, 
Total, $226,683,000. ; 
a nee —~Aitins Reins. of Sweden, $806,. 


8. 

Old Republic Credit—Alinco Life, $526,036. 
433; Amer. United, $1,702,778; Amer. Universal 
$2,246,216; Cavalier, $12,285,166; Columbia, $54, 
701,192; Consumer Credit Life, $2,889,772: Cred. 
buy Ins. Co., $48,024,287; East Coast Life, $17,. 
881,579; General Fidelity Life, $60,560,044; Key 
Ins. Co., $967,339; Lincoln Nat., $200,746; 
ern Credit Life, $397,732; Old Security Life 
$22,374,091; Patriot Life, $27,135,107; 
Fidelity Life, $13,150,672; Republic Nat., $1, 


000; Stuyvesant Life, $35,618,366; Tenn. Credit 


Life, $37,323,539. Total, $863,665,725. 
Patriot Life—Conn. General, $5,000. 


Paul Revere—Conn. General, $5,740,218; Lin. _ 
7 


coln Nat., $4,846,839. Total, $10,587,057. 

Penn Mutual—Canada Life, $7,315,931; Fj. 
delity Mutual, $1,504,350; No. Amer. Re., $3,- 
592,444; Conn. General, $8,056,893; Metropolitan, 
$20,641,965; Lincoln Nat., $300,949,803. Total, 
$321,591,768. 

Postal, N.¥Y.—Business Men’s, $1,905,895. 
Eastern Life, $7,500; Jefferson Standard, $190, 


500; Lincoln Nat., $2,378,189; Manhattan, $554,. | 


458; North Am. Re., $23,246,463; Philadelphig 


Life, $5,179; Union Mutual, $130,955. Total, $28. | 


419,087. 


Provident Mutual—Conn. General, $51,024,374; 


Lincoln Nat., $41,067,311; Metropolitan, $1,971,- 
976. Total, $94,063,661. 

Prudential—Aetna, $14,518,439; Cavalier, $430,- 
142,841; Equitable Soc., $166,445,063; John Han- 


cock, $12,462,515; Metropolitan, $38,500,456; 
North Am. Re., $5,734,383; Penn Mut., $54,130; 
Sun (Can.), $7,480,256; Travelers, $9,193,416, 


Total, $711,485,382. 

Security Mutual, N. Y.—Confederation, $333,- 
906; Conn. General, $1,407,579; Crown Life, 
$13,676,754; Home Life, N. Y., $9,500; Lincoln 
Nat., $2,112,113; Manufacturers, $923,164; Metro- 
politan, $9,000; North American Re., $16,053,882; 
Travelers, $3,251,358. Total, $37,777,256. 

State Mutual—Conn. General, $64,416,432; 
Lincoln Nat., $65,757,178; Metropolitan, $9,427,- 
673. Total, $139,601,283. 

Teachers I. & A.—North Amer. Re., $2,195,- 
993. 

Travelers—Aetna, $32,920,678; Amer. United, 
$279,158; Central, Ia., $18,356; Conn. General, 
$26,095,581; Equitable Soc., $45,342,591; Federal, 
$98,570; Jefferson Stand., $215,994; John Han- 
cock, $46,082,540; Metropolitan, $50,739,059; Mid- 
land Mut., $17,602; New Eng. Mut., $7,966,000; 
North Amer. Re., $1,011,083; N. W. Nat., $17,602; 
Ohio Nat., $101,063; Pan-American, $23,514; 
Prudential, $92,165,080; Southland, $75,081; State 
Life, Ind., $12,202; Sun (Can.), $21,850; U.S. 
Life, $22,840; Volunteer State Life, $5,444. Total, 
$309,152,849. 

Union Casualty & Life—Beneficial Standard, 
$317,823; Business Men’s, $1,064,979; North 


Amer. Re., $13,561,745; United Benefit, $207,- ” 


870,900. Total, $222,815,447. 


Union Central—Canada Life, $6,368,367; Conn. : 
$98,235,259; ” 


General, $1,214,750; Lincoln Nat., 
Sun (Can.), $6,753,795. Total, $112,572,171. 
Union Labor—Lincoln Nat., 
Amer. Re., $2,455,294. Total, $2,995,038. 
Union Mutual—American United, $10,856; 
Conn. General, $29,458; Fidelity Bankers, $970,- 
000; Home Life, N. Y., $25,000; Lincoln Nat. 
$14,984,522; Metropolitan, $3,632; Montreal Life, 
$20,841; North Am. Re., $64,694; Scranton Life, 


$6,499; Security Mut., N. Y., $10,399. Total, $15,- 


155,871. 
United States Life—American United, $17,811; 


Continental Assur., $14,294,468; Lincoln Nat. 


$1,079,072; Metropolitan, $10,591; North Ameri- 
can Re., $10,384,864; Postal Life, $8,900; Swiss 
Re., $42,725; Travelers, $169,038. Total, $31,- 
783,991. 

Victory Mutual—Lincoln National, $1,622,597; 


Supreme Liberty Life, $30,647. Total, $1,653,244. 


Aggregate, all companies, $7,800,120,000. 


Becker in New Post 


New York Life has promoted Clif- 
ford W. Becker to inspector of agen- 
cies at Trenton. In addition to having 
supervision of that branch, he will be 
adviser to Robert Ss. Hussey, field 
vice-president of the middle Atlantic 
division, who is in charge of branches 
in Delaware, Maryland, Pennsylvania 
and New Jersey. 

Mr. Becker joined the company as 
a clerk at Reading, Pa., in 1922, and 
became assistant manager there 1 
1931. In 1936 he became assistant man- 
ager at Trenton and, in 1937, manager. 





Name L.A. Manager 


Collis I. Roundy Jr. has been ap- 
pointed life manager at Los Angeles 
by Security-Connecticut 


fices at 548 South Spring street. He | 
was an instructor innbasic life insur- 
ance for the extension division of Uni- 
versity of California at Los Angeles 
last spring. 
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Bright Future Seen for Major Medical The most difficult is the large employ- their forms and requirements, and 


(CONTINUED FROM PAGE 2) 





some are supplementing the life cov- 
erages they sell with individual major 
medical policies, and many are at- 
tracting new agents into their agencies 
py offering them the exclusive sale of 
major medical. 

The company now has a good cross 
section of income groups among its 
policyholders, from the high income 
level to blue collar workers, obtained 
simply by having an aggressive agency 
force solicit everyone in sight. 

Rating of major medical has settled 
down into a pattern in which the 
main considerations are age of insured, 
where he lives (local medical cost 
factors) and his salary bracket. These 
elements in rating are based on an 
early study made by a large life in- 
surer which writes group major medi- 
cal coverages. This study showed that 
with a flat deductible, such as $300, 
and any reasonable coinsurance factor, 
the actual cost of medical care to per- 
sons in the $10,000 to $15,000 income 
bracket is exactly twice as great as in 
the $5,000 to $7,500 income bracket. 
There is not too great a difference in 
the hospital cost or hospital nursing, 
put there is a wide difference in the 
cost of special nursing and surgeon’s 
fees. 


The studies also showed that if, for 
a given combination of deductible and 
coinsurance, the monthly net claim 
cost was $3 for the country as a whole, 
it is $3 for the east, $2.50 for the mid- 
west, $2 for the south, and $4 for the 
west. 

In incidence of claims by age, the 
study showed that if the net claim 
cost of a plan with a $500 deductible 
were represented by the figure one for 
employes under 35, the net claim cost 
for ages 35 to 50 is two, from 50 to 65 is 
five, and at age 65, 10. The study did 
not go beyond age 65. 

Comparisons of cost between mem- 
bers of a family indicate that the ad- 
ditional cost for an employe’s wife, 
under most family budget deductibles, 
was 50% greater than for the employe, 
and taking all ages combined, the cost 
for children as a unit is only half as 
much as the cost for the employe. 
Or, expressed another way, costs ran 
in the proportion of one, two, three, 
for children, employe, and wife. 

In general, the survey pointed out 
that in spite of all the dramatic child- 
hood diseases, such as polio and spinal 
meningitis, the major medical expense 
hazard is at the older ages and not on 
children. 

Generally, major medical today in- 
cludes a deductible of $200, $500, $750, 
or $1,000, and a benefit paying period, 
usually of two years. Maximum ben- 
efit amounts are $5,000, $7,500, or 
$10,000, depending on the amount of 
the deductible. A 75% coinsurance fea- 
ture also is common. 

The deductibles and the coinsurance 
features have been found necessary 
to enable companies to price it so it 
ls marketable—though the deductible 
and coinsurance are the biggest head- 
aches agents and companies have in 
selling the coverage because prospects 
find both very difficult to understand. 


_A deductible in major medical is 
like a deductible for automobile col- 
lision or extended coverage. In major 
medical if insured has a 75% coinsur- 
ance clause and his medical bills, above 
the deductible, amount to $5,000, then 
the insurer pays 75% of the $5,000, or 
$3,750, and insured pays $1,250. 
Coinsurance is difficult to ex- 


plain to prospective insured. The buy- 
er finds it hard to understand why he 
is being reimbursed for only 75% of 
his expenses, particularly after - the 
contract has been in force two or three 
years, Assuming insured has $5,000 in 
coverage above a $300 deductible, his 
share as a coinsurer could be extreme- 
ly high. It is just as costly to be a 25% 
coinsurer on a $4,300 medical expense, 
as it is to pick up the tab for a $1,300 
outlay completely uninsured. 

The main argument for coinsurance 
is that people have a tendency to 
watch what they are spending more 
closely than they watch what the in- 
surer is spending. The coinsurance 
has the purpose of giving insured an 
interest in expenditures after they 
pass the deductible. 

Statistics presently available on in- 
dividual major medical policies do not 
show much effect from the application 
of coinsurance because most of the 
policyholders generally are in high in- 
come groups who are not deterred 
from spending by a coinsurance fea- 
ture. If they have been in the habit of 
paying whatever a doctor asks for the 
best treatment they can get, they are 
going to continue to do so, coinsurance 
or not, insurance or not. 

One insurer believes having a higher 
deductible in the higher income brack- 
ets rather than a coinsurance feature 
might help solve this problem. His 
view is that it might be well to reex- 
amine the theoretical advantages of 
both coinsurance and deductibles in 
the light of experience. Perhaps more 
attention should be given the disad- 
vantages. Insurers must keep in mind 
that if present buyers become dissat- 
isfied, the sale of major medical will 
soon come to a halt. They must 
also remember that in the majority of 
states the medical care under work- 
men’s compensation is similar to major 
medical, but it does not have a deduc- 
tible; it has no minimum, and there is 
no coinsurance. 

Coinsurance and deductibles also 
concern group major medical insurers. 
As one group man put it, the deducti- 
ble and coinsurance features express 
the same fundamental truth: If one is 
to provide high limit protection against 
the potentially catastrophic expenses 
of major illnesses at a premium that is 
not prohibitive, he must have built-in 
safeguards to keep claim costs down. 
The deductible rules out sniffle claims, 
and the coinsurance serves as a vital 
brake on over-enthusiastic use of ex- 
pensive, but unnecessary, services. 

Another problem of group insurers 
is the combining of major medical 
with basic hospital-surgical-medical 
plans. 


The best solution to meet it so far is 
the corridor deductible under which 
all charges covered by the basic plan 
are excluded from expenses eligible 
under major medical. Usually the plan 
is built on three levels—the basic plan 
for first dollar expenses, a corridor de- 
ductible to bring the various amounts 
which the basic plan does not pay toa 
level, say $500, on which to build the 
major medical, and above that the ma- 
jor medical covering expenses from 
the $500 to, say, $5,000. It can be ar- 
ranged so that the basic plan payments 
count towards satisfying the corridor 
deductible, but one group insurer does 
not believe it is too satisfactory. 

The combining of major medical 
with an existing basic plan for a group 
sometimes becomes almost impossible. 


er with plants in many states, each 
using the Blue Cross-Blue Shield plan 
in that state, and with varying degrees 
of participation in the basic plans by 
the employes. 

e * o 

The maximum limit on benefits is 
another problem in group major medi- 
cal. A maximum of $5,000 is common 
but $10,000 is being offered more and 
more. Insurers differ in the applica- 
tion of the maximum benefits. Some 
work under the theory it should be 
applied separately for each illness and 
others think it should be on a lifetime 
basis with respect to each covered in- 
dividual. The latter theory would make 
it possible for a person to lose his cov- 
erage after one major illness or acci- 
dent, but the proponents of the theory 
usually allow liberal reinstatement 
rights. 

While the public is well versed in 
medical coverages which have exclu- 
sions, major medical exclusions make 
a great deal of sense and are few in 
number. Typical exclusions in a group 
policy are expenses for occupational 
injury or sicknesses covered by WC 
or disability laws; eye refractions or 
fitting of glasses or hearing aids, den- 
tal X-rays or other dental care and 
treatment, except whole teeth dam- 
aged by accident; routine check-up 
examinations; room and board charges 
in excess of $15 a day, or in excess 
of the hospital’s standard semi-private 
rate, if greater, if private or similar 
“deluxe” accomodations are _ used; 
charges incurred in any government 
hospital, and normal maternity ex- 
penses. The latter exclusion is to head 
off unnecessary claims for the infant’s 
board and room, which reasonably 
should be expected to be included in 
the hospital’s usual maternity ser- 
vices. 

The exclusions in individual policies 
vary but generally are similar to those 
in group. 

One company writing individual 
major medical did not exclude mental 
and nervous disorders when it first 
offered major medical. After three 
years of experience, it found it was 
hopelessly defeated by claims for psy- 
chiatric treatment. Apparently it had 
failed to provide an effective barrier 
against hypochondriacs. So it was 
compelled to exclude nervous and 
mental disorders. 


Another problem facing the major 
medical insurers is getting the cooper- 
ation of doctors and hospitals. On 
interested business man stated that 
new methods must be devised by in- 
surers or by businesses which have 
major medical group plans, to combat 
malingering on the part of the doctor 
who over-prescribes, on the part of 
the hospital which over-services, and 
on the part of the patient who over- 
stays. 

One answer, he said, would be to 
build into the plan dis-incentives to 
malinger, such as coinsurance. Of 
course there is the danger that the 
dis-incentive might be so strong it 
would discourage early treatment of 
symptoms. But a more basic answer 
could be provided by the education of 
the practicing physician, and, through 
him, of the patient. The doctor must be 
taught how prepaid insurance plans 
function, their procedures, economics 
and ethics. 

This could be done by a course of 
training for interns in hospitals. Lec- 
tures might be given which would en- 
able the young doctor, when he starts 
practice, to know the plans which are 
operating locally, to be familiar with 


show him how to help make the plans 
operate so successfully that no one 
would want or need a program oper- 
ated by the government, he said. 

Management, insurance and_ the 
medical profession all have the re- 
sponsibility to make major medical 
workable, a group insurer believes. 
The appeals machinery of medical so- 
cieties should be used any time claims 
are presented under which the surgi- 
cal charges seem exorbitant. This does 
not mean that a surgeon should charge 
the same to an employe making $20,- 
000 a year as he charges an employe 
making $5,000 a year. But it does mean 
that the insurers expect him to make 
the same charge to a $20,000 employe 
who has major medical coverage as he 
would an employe making the same 
income but who does not have the 
protection. 

The doctor occupies the key position 
in any solution to the coinsurance 
problem, also. Almost any conceivable 
solution would interfere with his right 
to charge whatever fee he chooses to 
set. Still, a solution must be found. 
There is little doubt that major medi- 
cal can be sold more cheaply with the 
coinsurance feature and should, there- 
fore, reach more people if it is not 
eliminated from the coverage. 

With sales of major medical grow- 
ing, the question of reinsuring major 
medical has arisen. Few life companies 
reinsure the coverage and those that 
do retain 50% liability. One life rein- 
surer said reinsurance companies are 
giving major medical an experimental 
laboratory approach. 

Many life insurer customers go to 
the reinsurer with problems concen- 
ing major medical in portions of the 
country in which it is not doing busi- 
ness. The insurer’s agents are asking 
the company to offer the cover and, 
before it enters the field it goes to the 
reinsurer to ask about experience in 
the state. This is a service for the life 
insurer which the reinsurer thinks is 
worth the cost because it makes better 
relations between the insurer and re- 
insurer. 

This life reinsurer has been exposed 
to reinsuring major medical about a 
year and so far its losses have been 
negligible. However, the company does 
not believe even a huge epidemic 
which might hospitalize many people 
could have too adverse an effect on the 
life companies which write the cover 
or on their reinsurance companies. 

The reinsuring of major medical is 
so new that even the reinsurers don’t 
know much about it, a casualty rein- 
surer said. His company also has: been 
in the field less than a year and its 
loss experience is almost non-existent. 

Right now companies that write 
group major medical usually do not 
reinsure and those that write individ- 
ual major medical do. The plan worked 
out by group insurers with the group 
they are insuring does not usually 
leave much money for reinsurance 
premiums. 

e e 

One major reinsurer hopes eventu- 
ally to be able to reinsure the extra 
large major medical policies—such as 
$100,000 on one man—on an excess 
basis on each policy. However, at 
present there has not been enough 
experience to promulgate an equitable 
rate for such reinsurance. 

What of the future for major medi- 
cal? Most of the companies that write 
it today believe it has a tremendous 
potential. Some believe it will replace 
first dollar coverage. Others see com- 
prehensive medical—that which cov- 
ers the lower medical costs after, say, 
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a $25 deductible, as well as major 
medical expense coverage—as the fu- 
ture. A still different theory is that 
companies will write both first dollar 
expenses and major medical with the 
basic cover topped by a deductible 
which will be topped by major medi- 
cal, probably with coinsurance. No 
matter which type of medical coverage 
is offered in the future, one thing is 
certain, it will be written and it will 
undoubtedly be more inclusive and 
more comprehensive than any present 
day coverage. 


4 More Recaps 
Show Giant Gains 
Recorded in 1955 


BANKERS LIFE, NEBRASKA 


Bankers Life of Nebraska had its 
best year in 1955 with an increase of 
more than 30% on written business 
over the preceding year. Paid busi- 
ness increased more than 13% and to- 
tal business issued amounted to $67,- 
783,890, as against $59,981,809 the year 
before. Insurance in force increased 
$35,495,140 to total $436,291,468. 

Assets gained $7,504,546, totaling 
$95,254,198. Surplus amounted to $7,- 
240,185 compared with $7,150,105. Pre- 
mium income was $10,411,711. 

Benefit payments of $4,149,169 
brought the total of such payments 
since organization to $108,846,441. 

During 1955 the company had seven 
straight months of record production, 
May through November. All-time 
highs were recorded for the first two 
months of 1956. Thus far this year, 
there has been a 58.6% increase in 
paid business over the same period 
in 1956. 


HOME LIFE OF N. Y. 


Home Life of New York assets in 
1955 climbed to a record $325,130,000, 
up 7%, and the net rate, after federal 
income taxes, earned on assets was 
3.33%. 

Including dividends, funds paid or 
credited to policyholders and benefi- 
ciaries totaled $22,539,000, up 9%. Pay- 
ments to living policyholders exceeded 
death benefits by 66%. The company 
set aside for 1956 dividends $5,250,000, 
up 8%, the increase being primarily due 
to more insurance in force. 

The average size of individual life 
policies sold was $12,818, up 7%. Av- 
erage individual life policy in force 
was $7,564, up $245. An industry report 
indicated the company led the entire 
life business for 14 consecutive years 
in average size of policy in force. 

Forty percent of new individual life 
sales were to old policyholders. A sur- 
vey of their opinions and a section on 
the expansion program were included 
in the annual report. 

Individual life sales totaled a record 
$166,316,000, up 20%. Group life sales, 
exclusive of the federal employes 
group case, totaled $43,857,000, up 
3.8%. Group A&S premium payments 
on an annual basis totaled $4,302,000, 
up $1,173,000. 

Total individual and group life in 
force rose to $1,554,807,000, consisting 
of $1,286,205,000 of individual life, up 
8%, and $268,602,000 of group, up 34%. 


INDIANAPOLIS LIFE 


Indianapolis Life’s golden anniver- 
sary year was a record-breaker in 
every way. Paid volume in 1955 of 
$41,463,567 was a gain of 20.6% over 
1954. Insurance in force increased 





$21,898,283 to total $328,015,879. 

Benefit payments were $4,623,775, 
including $981,953 in dividends. The 
total of such payments in company 
history now exceed $65 million. The 
reserve set aside for dividends payable 
in 1956 was $1,237,000, the largest ever. 

Of total assets, $52,752,000 or 54% 
consisted of real estate mortgages in- 
cluding $21,910,444 insured by an agen- 
cy of the federal government. New 
mortage loans amounted to $12,012,000, 
and the average mortgage loan out- 
standing at year end was $7,920. 

Return on investments averaged 
3.74% before federal income taxes, 
compared with 3.61% the previous 
year. The net yield after taxes was 
3.50% as against 3.40%. Mortality ex- 
perience continued to be favorably 
low, and persistency of business show- 
ed a marked improvement. 


LIBERTY LIFE 


Liberty Life had the highest gain 
of in force in company history in 1955, 
a net increase of $86,396,359, to a total 
of $747,583,396. Resources were in- 
creased to $84,172,409, a gain of $7,- 
246,718. Included in the total resources 
were $36,856,000 in mortgage loans on 
residential and commercial properties 
in the southeast. 

Capital and surplus funds reached 
an all time high of $9,240,161. Bene- 
fit payments of $5,613,193 were made 
to policyholders and their beneficiar- 
ies during the year. 





Dineen Comments on 
Variable Annuity Piece 
in ‘Changing Times’ 


The following letter was written by 
Robert E. Dineen, vice-president of 
Northwestern Mutual Life, to the edi- 
tor of Changing Times, which recently 
ran an extensive article on the variable 
annuity. The letter appears in the 
March issue. 

Northwestern Mutual along with 
Metropolitan, Equitable and Massa- 
chusetts Mutual has been opposing the 
introduction of variable annuities into 
the existing fabric of the life insurance 
business [“Inflation-proof Annuities,” 
December]. 

The variable annuity is strictly ex- 
perimental. It carries great possibii- 
ities for disappointment as well as for 
gain. Northwestern Mutual does not 
object to experimentation; we think it 
ought to be carried out in a separate 
framework rather than as a direct 
part of the life insurance business. On 
the other hand, since variable annuities 
involve life contingencies, a function 
of the life insurance business, we think 
they ought to be set up within the gen- 
eral framework of insurance supervi- 
sion. 

Those who want life insurance com- 
panies to sell them harp on the fact 
that they are based on life contingen- 
cies. Those who want the security 
dealers to sell them stress their com- 
mon stock background. Actually the 
variable annuity is a hybrid, a com- 
bination of both. If we would all rec- 
ognize it as such, it would help in the 
sifting-down process which lies ahead. 


B.M.A. Names Harris 


Claim Manager in Cal. 


Business Men’s’ Assurance has 
named D. F. Harris regional claim 
manager in California succeeding W. 
M. Elder who is retiring after 18 years 
with the company. 

Mr. Harris joined B.M.A. in 1946 
and has served at the home office and 
as field service representative at Port- 
land, Ore., and Seattle. 





Mutual in Non-Can 
A&S, Liberalizes 


its Life Policies 


NEW YORK—Mutual of New York 
has entered the non-cancellable A&S 
field and has made several liberaliza- 
tions in its new life insurance policies 
and many of its existing contracts. 

The liberalizations include exten- 
sion of premium waiver beyond age 
60 on a limited basis, partial return of 
premium in the year of death, and an 
additional indemnity for certain acci- 
dental deaths on public conveyances. 

Mutual Life, in line with standard 
practice, formerly provided for pre- 
mium waiver only if total disability 
began before the policy anniversary 
nearest the 60th birthday. Now, how- 
ever, if total disability occurs after 60 
but before the policy anniversary near- 
est age 65, the company will waive 
future premiums during such disabil- 
ity to 65 or for two years, whichever 
is greater. 

The return of premium change pro- 
vides that in addition to paying of 
the death benefit the company will 
return the portion of the current pre- 
mium applicable to one or more months 
beyond death. For deaths occurring af- 
ter Jan. 1, 1956, the provision will 
apply also to existing policies auto- 
matically. 

If death occurs after Jan. 1, 1956, as 
a result of riding as a passenger in an 
airplane or other public conveyance 
operated commercially to carry pass- 
engers for hire, the double indemnity 
clause will pay three times the face 
amount instead of double, without in- 
crease in premium rate. The provision 


only applies to policies containing the 
Jan. 1, 1935, or later double indemnity 
provision, for which a higher rate is 
charged than for earlier contracts. 
Mutual’s non-can policy is guaran- 
teed renewable to the policy anniver- 
sary following the insured’s 65th birth- 
day. Probably no dividends will be 
paid till the end of the third policy 
year. Basically the coverage for total] 
disability is similar to that of the com- 
mercial disability expense policy, that 
is, disability due to accident must com- 
mence within 30 days of the accident, 
New, however, is the provision that if 
such disability does not commence 
within that time, benefits will be pay- 


able as though the total disability were © 


due to sickness. 
If income for total disability is paid 
for four consecutive months, the com- 


pany will waive payment of future © 


premiums while such income is con- 
tinued, and will refund each premium 
paid which became due during the 
four months. 

The policy may be had with 30, 60 
or 90 day elimination periods for both 
sickness and accident. First day acci- 
dent coverage 


periods. If 5-year sickness coverage is 
bought, 180-day elimination is avail- 
able for both sickness and accident. 

If sickness disability commences on 
or after the 60th birthday, benefits will 
be limited to two years or 65th birth- 
day, whichever is longer. 

Income is payable, excluding the 
elimination period, for disabilities up 
to a maximum of one, two or five 
years for sickness, according to the 
policy, and up to two or five years for 
life or accident. 


is also available in © 
combination with these elimination 
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quarters in Cincinnati. Mr. Kautzman joined the reinsurance department two 
years ago with background as an agent, home office underwriter and assistant 
secretary-treasurer. Mr. Durham is reinsurance sales manager for Texas, 
with headquarters in Dallas. A past president of the Texas Home Office Un- 
derwriters Assn., he has 25 years of home office, managerial and field ex- 
perience in life insurance. Mr. Dale has been with American United eight 
years, in actuarial and administrative positions. He joined the reinsurance 


department in 1954. 


Conn. Mutual Appoints GAs in Mass., Mo. 

Wallace C. Brunner, general agent for Connecticut Mutual Life at Spring- 
field, Mass., since 1952, has been appointed to succeed Jack Hensley as general 
agent at St. Louis. Mr. Hensley resigned to become a district manager for 


General American Life. 


Appointed to succeed Mr. Brunner at Springfield is George C. Shoemaker, 
a supervisor for the company in Philadelphia and before that an agency as- 


sistant at the home office. 


Mr. Brunner joined Connecticut Mutual in 1946 at Pittsburgh. Mr. Shoe- 
maker, a CLU, joined Connecticut Mutual at Pittsburgh in 1947. 


Duncan Joins Mutual Trust at Indianapolis 


Mutual Trust Life has appointed Bill C. Duncan general agent at Indian- 
apolis. He has served with other companies there since 1950, primarily in 


a supervisory capacity. 





SHOW 1955 INSURANCE RESULTS 























1955 1954 1955 1954 

New Life New Life Life Ins. Life Ins. 

Increase in Increase in 

Ins. Bus. Ins. Bus. In * yaaa In ey: 
Alinco Life, Ind. eat olen 276,161,602 218,793,475 
Berkshire Life, Pittsfield, Mass. ............ 49,276,574 46,573,003 22,691,320 22,601,173 
Canada Life 339,484,2521 271.572,9211 236,487,951 181,216,692 
Central Standard Life ............ceeee 36,596,287 39,736,814 3,409,733 222,703 
Farm Bureau Life 194,577,1592 177,423,5742 17,153,585 125,176,144 
Imperial Life, Camada  ...........cscsecsseseees 90,062,370 90,370,770 37,050,266 47,075,497 
Manufacturers Life _.......... 306,118,8003 245,559,6643 203,420,303 150,822,887 
North American L. & C. 118,638,783 143,024,237 75,766,200 98,480,310 
Protective Life 106,085,955 169,094,219 104,112,009 140,988,233 
Travelers 1,524,299,171 1,396,748,226  1,627,574,949 1,255,718,564 
United States Life 176,616,866 240,818,253 131,513,224 193,437,564 


New business figures include the following amounts of revivals and increases for 1955 and 
1954 respectively: 1$53,171,490, $29,270,990; 2$23,230,436, $8,324,605; °$20,575,620, $10,603,205. 








Bec 





CR ABR RONTS 











1g the 


munity | 
ate is © 


‘Se 


laran- 


niver- 


birth- — 


ill be 
policy 
* total 
- com- 
7, that 
t com- 
>ident. 
that if 
mence 
> pay- 
7 were 


S paid 
» com- 
future 


ROR GON PO laeieRe 


S$ con- | 
osmium © 
ig the © 


j 
30, 60 
r both © 
r acci- | 


ole in 
nation 
rage is 
avail- 
ent. 

ces on 
ts will 
birth- 


ig the 
ies up 
r five 
to the 
ars for 





nt two 
ssistant 

Texas, 
ce Un- 


Id ex- | 


1 eight 
urance 


spring- 


general | 


ger for 


maker, © 


ee 
NER ies. 


epee 








5 eee 


eae 


Icy aS- — 


Shoe- 


[Indian- 
rily in 





Mr. 4% is a “Service Mark” for the Jefferson 


Standard Agent, and is registered in the 
U.S. Patent Office. 


—___ 
JEFFERSON STANDARD ) 


SECURITY STREET 


Jefferson Standard’s 
CONDENSED 


49th ANNUAL STATEMENT* 


December 31, 1955 











ASSETS 
COT) AGA ABMer Cone DroCccC OUTS $ 5,202,666 
MONEE. 6.00 ccc cccscccesce 122,615,471 
Stocks, Preferred & Common. . 41,998,000 
Mortgage Loans............. 188,666,754 
Lease-Back Real Estate....... 24,429,429 
Other Real Estate including 
Home Office Building....... 6,248,034 
Loans to Policyowners........ 27,949,021 
All Other Assets............. 12,594,775 
TOTAL ASSETS......... $429,704,150 
LIABILITIES 
Policy Reserves ..........-.. $294,073,014 
Reserve for Policy Claims..... 1,199,005 
Policy Proceeds Left with 
Company ......cceccesees 38,907,698 
Dividends for Policyowners... 4,267,493 
Policy Revaluation and Mor- 
tality Fluctuation Reserve... 6,720,790 
Investment Fluctuation Fund... 17,145,943 
Other Liabilities and Reserves. 9,390,207 
TOTAL LIABILITIES ..... $371,704,150 
Contingency Reserve......... 6,000,000 
Capital and Surplus.......... 52,000,000 
WONT oo orcisis esis orsiecere-s $429,704,150 


*Copy of booklet containing complete report of our com- 
pany available on request. 
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1955 A BANNER YEAR 
for Mr. 4% and Jefferson Standard 


A quick look at Jefferson Standard’s 49th Annual Report 
to the more than 385,000 policyowners living on “Security Street.”* 







wweus 


Now $1.4 Billion Life Insurance In Force 
A total of $209,130,867 of new Jefferson Standard life in- 
surance was purchased in 1955, a 26% increase over 1954 
and a new company record. This excellent record is a tribute 
to the fine work of our “Mr. 4%’s” in carrying the story of 
life insurance to the public. A new high was reached in life 
insurance in force . . . $1,451,444,047 at year-end. 


Favorable Investment Experience 
More Jefferson Standard dollars were put to work in 1955 
than in any other year. And — for the eighteenth consecu- 
tive year Jefferson Standard led all major life insurance com- 
panies in rate of interest earned on invested assets. 


4% Paid on Dividends and Policy Proceeds 
Jefferson Standard, now guaranteeing 212 % on policies cur- 
rently issued, has never paid less than 4% interest on divi- 
dend accumulations and on policy proceeds left with the 
company to provide income. 4% is the highest rate paid by 
any major life insurance company in the United States. 


New Record in Benefit Payments 
A record sum of $17,927,028 was paid in benefits to policy- 
holders and beneficiaries in 1955, bringing total payments to 
$277,422,965 since organization of the company in 1907. 


*It’s just around the corner—financial security for your family and 
peace of mind for yourself through Jefferson Standard life insurance. 


Jelierson Standard 
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LIFE, ACCIDENT AND 
HEALTH—MEDICAL 
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NEW GAIN IN TOTAL 
LIFE INSURANCE LIFE INSURANCE LIFE INSURANCE TOTAL ASSETS 
ISSUED IN FORCE IN FORCE INCOME 


. $ 1,005,000.00 $ 1,005,000.00 $ 1,005,000.00 $ 139,041.32 $ 10,620.33 


19,251,350.00  14,348,833.00  30,101,508.00  2,815,950.91  3,422,881.92 
36,082,505.00  23,949,639.00 136,402,364.00  5,053,954.61 19,333,434.72 
261,207,551.00 172,990,118.00 694,011,011.00 18,774,103.06 70,880,816.02 


333,596,539.00 222,279,523.00 916,290,534.00 19,835,357.15 72,864,207.72 


AND ADDED TO SURPLUS DURING 1955 
$1,299,238.73 


PAID TO POLICYOWNERS and BENEFICIARIES 


purinc 1955 $9,889,837.65 


REPUBLIC NATIONAL 
Life Insurance Company 


THEO. P. BEASLEY, President Home Office: DALLAS 


e WRITE US FOR COMPLETE REPORT OF 1955 OPERATIONS e 





